Read: “What You Should Know About Cutlery” 
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Hardware Merchants 


: If you are not buying Atkins 
Saws, do you know what your 
Saws are costing you? 


Are you acquainted with the ex- 
act difference in price between 
Atkins Saws and other makes? 


Do you know that Atkins Saws 
provide you with a fair margin 
which makes it profitable for you 
to sell them? 





If you are not aware that we are 
making the most complete and 
finest line of Hand, Rip and 
Panel Saws in the world, 

let us send you our 

latest catalog and 

prove it. 
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_... Is One of 
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zl “The Finest on Earth” 


The Four Hundred Saw 


It is without doubt the elite of the world. A saw extraordinary in quality, finish and 
workmanship. Blade of Silver Steel, Atkins exclusive formula which insures long 
wearing and edge holding qualities. Two way taper ground and given a mirror polish, 
cuts fast, free and easy. Fitted with Improved Perfection Handle of Rosewood, piano 
finish—prevents wrist strain. 

Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


Atlanta Minneapolis New Orleans San Francisco Seattle 
Chicago Memphis New York Portland Vancouver, B. C. Paris, France 
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hen"the wife" 
selects hardware 


there are a good many qualities that enter in before a sale is 
made. Woman is a lover of the artistic and beautiful; she is 
keen to discover quality; she admires strength. Naturally 
then, her purchases are greatly influenced if one brand com- 
bines all the desirable quatties. 


The housewife of today, upon examining any Frantz item, 
notices immediately the departure from the conventional in 
artistic lines, the unusually beautiful finish, and the presence 
of strength and endurance. She becomes so well satisfied 
with a first purchase that she makes a mental note of the 
bright red label and the prominent trademark, that she may 
have no difficulty in distinguishing Frantz items thereafter. 


FRANTZ MFG. CO. 


STERLING, ILL. 


i 
| 


: 


Garage Fixtures 
Hardware for 
the Barn 


Hinges and Butts 
“Residence 
Finishings 


Distinguish the HARDWARE by the Label 
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How one dealer landed 6 


good-sized PYREX orders! 


WHEN a good idea meets a good product, 


naturally the result is sales. 


For example— 


A certain enterprising merchant in a medi- 
um sized town kept his eyes open for new 
houses. Whenever he saw a new home 
going up, whenever he saw a new family 
moving in, he got on the job with a selling 
letter on PYREX. “You would be surprised 
how successfully this plan worked,” he said. 
“Not only did I land six good-sized PYREX 
orders, but I boosted my other house-fur- 
nishing sales as well.” 


Use this tip yourself! October is moving 


time—the best time to sell PYREX. Ad- 
vertise PYREX. Display PYREX. Ane 


watch sales leap. 


PYREX Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
World’s Largest Makers of Technical Glassware | 
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See the real nut which 


Rolling Up Sales ~% — ka 
Wherever It Goes, — fexnanteTisees 
BERNARD | 2 ae 
DEMONSTRATOR |e 
. - “oe OM] 
Fulfills All Predictions eS 
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<a ~ nei a 
HE popularity of the Bernard Dem- 
onstrator exceeds all expectations— 
and no wonder. 
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With its handsome glassed in display 
of representative Bernard pliers, and its 
unique self-selling feature, it has made 
thousands of new _ customers. 
That is why orders have kept 
our shipping room at quick step 
ever since the first announce- 
ment. 


Plier 
attached 
by chain. 
Customer 
is invited 
to cut the 
nails and 
wires. 


The Bernard salesman, or your 
jobber’s, will tell you all about it 
when he arrives; or, if you want to 
start the best plier business you ever 
had in a hurry write to us. 


This was the prediction— 
“Customer Sells Himself” 


“Tt’s like tempting a child with candy. 


“Imagine a fellow who loves good tools resisting the muscle twitch of his 
arm toward the plier lying there. His hand itches to grip it and snip the 
ten penny nails and the No. 12 wire in the side pockets. Then he is invited 
to try the parallel wrench grip on that turnable nut. The Bernard feeling 
of strength gets in his system from actual experience and he'll never get 
over it. He’s yours!” 


BERNARD PLIERS 


THE WM. SCHOLLHORN CoO., NEW HAVEN, CONN. 
At Pair of Pliers for Every Job 
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They Prefer “VELCHEK” 


Two of the Many Thousands of Bricklayers Who Have Found the Velchek 
Hammer the Best They Can Buy. 





And They Use the Velchek Because :— 


@ It does not wobble in the hand. 


q It does not strain the wrist or forearm be- 
cause its wrist radius is as finely calculated 
as its balance. 


q = It can be used as soon as you buy it because 
its four spalling edges on the face are sharp 
and keen and its chisel end carefully 
designed and sharpened, ready for use. 


q The fingers just naturally grip its springy 
handle of second-growth hickory. 


q A special wooden wedge in the handle holds 
it tight and allows it to be drifted out 
without injury when the hammer needs re- 
dressing. 

















These things we know because Velchek 
Brick Hammers are designed from the 
suggestions of practical bricklayers and our 
own long knowledge of dressing tools. 


You can buy a Velchek Hammer in the 
No. 1 size, wt. 154 lbs. for $1.00; the No. 2 
size, wt. 2 lbs., for $1.15; the No. 3 size, 
wt. 214 lbs., for $1.25. If your hardware 
dealer cannot supply you, send us his name 
and we will see that you get your hammer. 
Write us for leaflet on bricklayers’ tools. 


The Vichek Tool Company 
3000 East 87th Street 


* Cleveland, Ohio 














EASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 
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Sectional View 
of Chuck. 
Patent Pending 


rr 
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Another Big 
Improvement in 


CEXTO 


A New Chuck for the 8000D and 
$200D Series Braces 


STAR SHAPE OPENING in nose which allows ease of placing bit 
shank in proper position. 


SPRINGS ANCHORED TO YOKE to prevent one jaw coming up 
ahead of the other. 


YOKE holds jaws in perfect alignment. 
JAWS FLAT on bottom with rounded corners to allow free movement. 


STOP COLLAR to prevent shell coming off when chuck is opened to 
its full capacity. Can be removed so that chuck can be taken apart. 


SCREW TO HOLD JAW ASSEMBLY so that jaws cannot fall out 
when shell is removed. Jaws can be taken out by removing screw. 


THE PECK, STOW & WILCOX COMPANY 


Southington, Conn., U. S. A. 
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Advertised to 1,300,000 Prospects Monthly 


Sand’s National Advertising has created a 
big demand for Sand’s Wood and Aluminum 
Levels. 


This advertising to more than a Million 
tool users convinced Carpenters, Bricklayers, 
Masons, Plasterers, Machinists and Mull- 
wrights of the accuracy and dependability of 


these well known levels. 


Sell Your Share with 


We've made the special price even lower 
than if the levels were bought separately. 
And remember the Nine Levels in this As- 
sortment are the proven nine best sellers 
in the Sand’s line. 

With a big building year predicted, it 
behooves the Dealer to tie up with the adver- 
tising and the demand already created. 


Sand’s National Advertising has put 
thousands of these workmen in a ‘ Buying 
mood’—all a Dealer need do is display 
the Sand’s Special Assortment in his window 


and store and sales follow. 


We've made it an easy matter for you to 


Stock this Assortment and 


Sand’s Window Display 


Your Jobber will supply you. Besides the 
attention compelling Assortment Display, he 
will see that you are provided with Special 
Advertising Material for additional display 
in your store— Colored Posters, Window 
Cards, Suggestion for Window Trim, ete. 

And don’t forget that Sand’s Levels are 
backed by 35 years of experience. 


SANDS LEVEL & TOOL CO. 





8629-37 Gratiot Avenue | ‘‘SAND’S LEVELS TELL THE TRUTH” | Detroit, Michigan 
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TAPS and DIES 


AND 


PROFITS 


In these days of keen competition and small 
profit margins, hardware dealers cannot afford 
to overlook the chance to cut out profit eating 
expenses. The @ JD line of taps and dies 
offers the hardware merchant exceptional op- 
portunities to lessen his expenses in connec- 
tion with these items and so increase his 
profits on them. 


@©VTD carries the largest and most complete 
stock of threading tools to be found anywhere. 
Not only taps and dies, but gages, threading 
machines, pipe tools, drills and reamers. By 
concentrating your purchases and ordering all 
of these tools from one company at one time 
all expenses in connection with ordering, 
transportation and receiving are cut to the 
minimum. It means only one order, one ship- 
ment, one transportation charge, one invoice 
to check and one uniform high quality of 
tools. 





Can you afford to overlook this profitable line 
of taps and dies? 




















CORPORATION 
GREENFIELD. MASS., U.S.A. 


Chicago Store: 18 So. Clinton St. New York Store: 15 Warren St. 
Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. 
London Office: Greenfield Tap & Die Corp., 139 Queen Victoria St., London, E. C. 4 





( GREENFIELD H TAP AND DIE 





@TD Screw Plates, Taps, Dies, Reamers, Gages, Pipe Tools, 
| Twist Drills, High Speed Screw Slotting Centers 
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sf SASH CORD SALES 


«The Right Product #&-The Right Package (“The Right Advertising 




































Silver Lake Sash Cord—the original The new Silver Lake Package will be 
backed by large space advertising in the 
SATURDAY EVENING POST, start- 
ing with a full page in the October 17th 
issue, and continuing regularly through 
the year. This campaign will sell Pack- 
ages for you, and bulk cord, too. Be 
sure to have both. 


solid braided sash cord—sold under writ- 
ten 20-year guarantee. Silver Lake Sash 
Cord has been manufactured and sold 
for 67 years, and has won the highest 
regard of architects, contractors, and 
carpenters the country over. 


Enough for 4 new window cords— 
packed in a distinctive blue box. Com- 
plete, illustrated directions on the back 
make it easy for buyer to replace a 
broken sash cord himself. Retails at 
50c, giving real profit to dealer and real 
value to customer. 


‘Remember the “Date 


OCTOBER 17° 


Write or wire your wholesaler for a supply at once, so that you will have the goods from 
the very start of the campaign - Silver Lake Company, Newtonville, Mass. 


Silver Lake Sash Cord 


LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 








10 


FLOOR 
VARNISH 


RES Sores eee 


ee 


ila 3. 8 


Pi RS, a lala his. 2 ang WAM 
© ar 
ch : 
ee Shas 3 


» 


P| 
f 2 
ies 
J 
ex 
; 
_ 
> 
F 
& 
%~ 
ta 
Ey 
A 
i | 


dhe ihe oe ee ee 


WAT Peete ee 


1 dh hk IDS 


ai. Ga ee ee 
es 


age 


ren 


otra She 
Ge PQA SR Ss Wet. op 
atl oS 2B fe Gar 
: . ae 
5 % 


ee 


ccidents y ew incident iy 


HARDWARE AGE 





2 





a = ——— 
Painted e Ul ‘alice - Bi ee) Copyright 1925, PEL 


Rog see oS Shae eee. rier. 
te = RE ss bs de OPI oak 
£3 LA eR RRS a 


ee 


3 . 
se, Sa 
ee 


September 17, 1925 








Ps a Rr ~ PIR Re ooo ee — 
: SRS Ae rs PR PR ee eR MS SG a RN ea rn a aR 





when 2 floors are fi nished with G1 gpa 


Where floors are finished with ““61”’ 
Kioor Varnish, accidents not only be- 
come incidents but floor cares almost 
cease to exist. No attention Is necessary 
for years, other than ordinary cleaning. 

‘‘ol’’ Floor Varnish is so durable, 
tough, elastic and resistant to abrasion 
that the dropping of heavy articles, the 
moving of furniture and the pounding 
of countless heels donot mar its smooth, 
beautiful luster. 

That is why we say, ‘“Test it with 
a hammer — you may dent the wood 
but the varnish won't crack.’’ 

As for being waterproof — ‘“61’’ is 
so resistant to water and other liquids, 
hot or cold, that for years, little men- 
tion has been made of this inherent 


Pratr & LAMBERT-INC., 


In Canada: 


your money back. 


114 Tonawanda Street, 
20 Courtwright =t.. 


characteristic. ‘“61’’ Floor Varnish will 
not turn white and the old-fashioned 
woman who wants to be sure the floor 
is clean, may if she wishes, scrub it with 
soap and water to her heart’s 
“61 ’? Floor Var 
Clear Gloss, six wo 
the popular Dull Fi 
Send for Free § 
finished with ‘61’ 
Color Card and name 
Try the “‘hammer te 
Guarantee: If any Pra 
Product fails to give satis 












Pratt & Lambert Varni 
by painters, specified by 
by paint and hardware 
the United States and Car 


Buffalo, N. Y. 


Bridgeburg, Ontario 


PRATT & LAMBERT VARNISH PRODUCTS 
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ROGERS BROS. 


1847 
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These Nine Display Pieces 
Are Offered As 
A Merchandising Service 


O dealers who stock this well-balanced 

assortment of 1847 Rogers Bros. Silver- 

late, this set of display stands is 

offered sbedlovely free—the cost of the complete 

assortment being that of the ware necessary to 

set up the display. The total selling price at 
retail is $105.20. 


You will note that Assortment No. 125 is made 
up of staples — quick sellers — and the popular 
serving and individual pieces for which we are 
creating sales by our colorful advertising in the 
magazines. / 


Each of the stands in the set is designed to 
display the actual silverplate — the strikingly 
beautiful picture in each case showing the 
application of the silverware in use. 


Display Assortment No. 125 


Comprises this beautiful nine-piece fs ad 
Set and 85 pieces of 1847 Rogers Bros. Silver- 


plate, in any pattern, as follows : 
6 Iced Tea Spoons 6 Orange or Grape Fruit 

1 Cold Meat Fork 

1 Berry or Salad Spoon 

6 Ice Cream Forks 


Spoons 
6 Salad Forks, Individual 
6 Butter Spreaders 
1 Dessert Server 


Two Utility Trays complete, each with 26 pieces, including 
hollow handle knives with stajnless blades. 


The fancy pieces are supplied in the velvet- 
lined gift boxes, and in addition there are two 
Utility Trays, with ware. The smaller stands 
display the fancy half-dozens and serving pieces 


“as actually used on the table with various courses, 


while the large central stand shows the Utility 
Tray in its double oe go as a silverware con- 
tainer and a practical serving tray. 


The stands are shipped in knocked-down form 
in a complete unit package. They are very 
easily set up and, we repeat, the dealer ordering 
the above assortment of goods will receive, 
upon request, the complete display set without 
any additional charge. 


In ordering Display Assortment No. 125 
be sure to specify the pattern of 1847 Rogers Bros. 
Silverplate desired. 


Act now to get this big selling help for your store. 
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Up 


and working 


in a third of the usual time 


A CARPENTER told one of our 
salesmen that his men can apply 
three Sargent Door Closers to one 
of other makes because of the blue- 
print template which is packed in 
each box. And your carpenter cus- 
tomers are not the only ones who 
will be interested in this point. 
Speed means ease and simplicity of 
attachment— and simplicity is a 
point that will appeal to the man 
who desires a closer or two for the 
doors in his home. He wants to be 
sure that they can be put up with- 
out fussing, and that they will work 
perfectly when up. 


Show Sargent Door Closers in the 
various sizes and suggest their use- 
fulness to every customer who comes 
in the store. An increasing number 
are being sold for screen and storm 
doors, lavatory, cellar, backstairs, 


refrigerator room and other impor- 
tant doors in the home. “520” is 
the Sargent Closer for this work. 
It’s a mighty fine small edition of 
the larger Sargent Closer which is 
so widely used on heavier doors of 
stores, apartments and public build- 
ings. It is being advertised in lead- 
ing home magazines. 


Show the Sargent blue-print tem- 
plate and explain that these closers 
may be attached to right or left 
hand doors without changing parts. 
They stand all the tests of actual 
service. Each is guaranteed to be 
perfect and in proper working order 
when it leaves the factory. We will 
furnish interesting folders, imprint- 
ed with your name, for counter and 
mailing use. Ask also for our Co- 
operative Advertising Service Book- 


let. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE [4 
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From Raw Materials to Finished Products 


be aww, 
<<< 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 


Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 





INCORPORATED 1892 
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Machine Screws 
Stove Bolts 
Tire Bolts 





American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Sectional View 
MYERS 


Self-Oiling 
Lubricating 
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\Self-Lubricating 
|IPUMP JACKS 


| forEngine orMotorDrive 


The man, who buys a Myers Self-Lubricating Pump Jack, 
is influenced above all else by consideration of the service it 
will give him. 








: 
| 





He buys because he knows that the difficulties he has ex- 
perienced with other jacks have disappeared entirely. 

He buys because he realizes that the positive self- 
lubrication, enclosed working parts, machine cut gears 
and pinions, heavy steel connecting arms and other 
special features with which this jack is endowed will 











mean less care and attention, freedom from wear and 
breakage, protection against rain, sleet, snow and dirt, 
safe and dependable water facilities day in and day 
out. 

On this basis, Mvers Self-Lubricating Pump Jacks 
are being sold by dealers who have little or no diff- 
culty whatever to convince prospective pur- 
chasers that here is the Jack of all Jacks for 
them. 

















Literature and prices will be sent to dealers on 
request. We solicit your inquiry today. 
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Tm F.E.MYERS & BRO.S?: 
‘ASHLAND, OHIO. ' 
Manufacturers for over Fifty Years of MYERS "HONOR:BILT_PUMPS for Evers Aadgnes | 


NLOADING TOOL 
WATER SYSTEMS “HAY and GR/HANGERS- STORE LADDERS. Etc. 
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CAMBRIA FENCE 
Rolls are compact and 
Straight and make a 
good appearance on dis- 
play. 





A Hinge Joint 
fence 


CAMBRIA FENCE 


Bethlehem Manufacture—Bethlehem Quality 


epee ores 


WHEN you sell Cambria Fence, you have these advantages— 


q Cambria Fence is a Bethlehem product, and has available for its pro- 
duction the facilities of a great steel producing and manufacturing 


a , organization. 

EF Other Bethlehem Wire q You are in position to supply the type of fence that is most popular 
rs Products Include —the Hinge Joint, Cut Stay type. 

ie Fence Staples; Wire q Cambria Fence is zinc coated by the best method—has just the right 


3 Nails; Barbed Wire; Plain 
Wire; Galvanized Wire; 
Bale Ties; Barbless Twist- or crack, 


ed Wire. q You are handling a high grade product, made in one quality only, that 
you can recommend to your customers with confidence. 


amount of zinc applied to give a protective coating that will not peel 


BS Ire, ‘ i ah ee he 
Vee n *9 v4 ig? 
rete ef ¥' “se: 


q| Cambria Fence is advertised in the Farm Papers and Dealer Helps are 
available for your use. 

@ Cambria Fence is not a new product, but has the benefit of many 
years’ experience in manufacturing woven wire fencing at our Cam- 
bria Plant (formerly Cambria Steel Company) at Johnstown, Pa. 








Barbed Wire Roll 


DEALERS: If you are not handling CAMBRIA FENCE, get 


in touch with your jobber or write us direct for information. 





BETHLEHEM STEEL COMPANY ~ General Offices: Bethlehem, Pa. 


New York Philadelphia = Buffalo Chicago Cleveland St. Louis Seattle 
District Offices: Boston Baltimore Atlan Pittsburgh Detroit Cincinnati San Francisco Los Angeles 


BETHLEHEM 
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Wheeling 


HE quality and character of Wheeling Metal 
Ware cannot be eclipsed. Wheeling Products 
attract buyers because of substantial appearance; the 
design, construction and finish of every article, from 
ash cans to fry pans, are typical of Wheeling high 
manufacturing standards. Because these attributes 
are seen and appreciated by your trade, Wheeling 
_ Products make friends for you and bring them back 
to you time and again. 





This is a good time to prepare for bigger and better 
ware sales by standardizing on a line that is stand- 
ardized on the highest quality. 


Put your needs up to Wheeling. 
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Wheeling 
Products 


Drip Pans 
Stove Pipe 
Coal Hods 
Shovels 
Rubbish 

Burners 
Ash Cans 
Garbage Cans 
Frying Pans 
Roasters 
Tubs and Pails 
, Oil Cans 
Nails 
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Wheeling Corrugating Company 
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XY) A Wheeling, W. Va. ¢ 
- . New York am City 
ll Chicago nooga 
<2£ P elphia Richmond 


St. Louis Minneapolis 
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Automatic, Style 10-4 
Self-Adjusting Ball Bearings 
Ten Inch Wheels. Four Drawcut Blades. 
Crucible Steel Lipped Edge Knife. 
Mould Fitted Adjusting Screws Will Not 


Automatic Style 11-5 


Self-Adjusting Ball Bearings 


Eleven Inch Wheels. Five Drawcut Blades. 
Crucible Steel Lipped Edge Knife. 
Mould Fitted Adjusting Screws Will Not 
Loosen. 

Malleable Iron Cutter Heads and Roller 
rackets. 

Red, Green, Gold and Aluminum 





Loosen. 
Malleable Iron Cutter Heads and Roller 
Brackets. 
Green, Red, Gold and Aluminum. 
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Giant Universal 
Self-Adjusting Ball Bearings 


Ten Inch Wheels. Four Drawcut Blades. 
Cricible Steel Lipped Edge Knife. 
Mould Fitted Adjusting Screws Will Not 


Grand Universal 


Self-Adjusting Ball Bearings 
Eleven Inch Wheels, Five Drawcut Blades. 
Crucible Steel Lipped Edge Knife. 
Mould Fitted Adjusting Screws Will 


oY 
ail 
ai ii 





ot Loosen. sen. 
Malleable Iron oo Heads and Roller Malleable Iron Cutter Heads and Roller 
— Trimmer a Aluminum, 


Bracket 
Red, Blue, Gold an 


A Machine ~~ Be Proud to Cuts to % inch of its end. 


Special Yankee 
Style 8-3 
Ball or Plain Bearing 


Eight Inch Wheels. 
Three Drawcut Blades 


A good mower at a low price. 

















Special Universal 
Style 8-4 
Self-Adjusting Ball Bearings 

Eight Inch Wheels. 
Four Drawcut Blades. 
Crucible Steel Lipped Edge Knife. 
Mould Fitted Adjusting Screws 
Will Not Loosen. 
Malleable Iron Cutter Heads and 


Roller Brackets. 
Red, Blue, Gold and Aluminum. 


High Wheel Universal 


Self-Adjusting Ball Bearings 
Nine Inch Wheel. 
Four Drawcut Blades 
Crucible Steel Lipped Edge Knife. 
Mould Fitted Adjustable Screws 
Will Not Loosen, 
Malleable Iron Cutter Heads and 
oller Brackets. 
Red, Blue, Gold and Aluminum. 


BLAIR MANUFACTURING CO. SPRINGFIELD, MASS. 


Established 1879 





Please write for catalogue. 
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A Sales Sensation 


DOMES /* SILENCE 
=» Zz Both Jobbers 


414) | , Sal | 


FRONT VIEW 


As the customers see it 


feg. U. S. Pat Off. 
No. 995758 which will 
be strictly enforced 





and Retailers 
ordering them 


like Hot Cakes 


DOMESer Sit FICE SIZE 
DOMESee Sui Pack SizF 





BACK VIEW 
Showing arrangement of merchandise 


The New 


Metal Disblay Cabinet 


Ornamental 


In good taste on any 
counter. 


Catches the eye 


Its attractive design— 
refined color scheme 
and high enamel fin- 
ish stop the passerby. 


Sells 


It tells the story of 
Domes of Silence and 
makes the sale. 


Prevents 
Pilferage 


Takes Domes of Silence out from behind the 
counter and places them before customers in a 
convincing fashion. This speeds up sales on an 
item that has every home in town for its market 
and repeat business as long as these homes Iast. 


Replaces the old familiar cardboard display that was so 
easily soiled, torn and dog-eared, making it unfit for position 
on counter. 


Keeps sizes in orderly arrangement. Displays full face of 
packages and prevents their being stolen. 


The Cabinet Substantially 14” sizes and née dozen each of - 


constructed fast selling sizes, 4”",54",34", and % 


of 26 gauge sheet metal—beautifully : Shi d loaded. 
lithographed in five colors with a hard Shipped a a a 200 cuaieel 


baked permanent finish. test shipping case to prevent denting 
. With a __ or damage. 

Compact m size base R Ils Packed '% gross sets of 

less than 11 inches long and only 5 efi straight sizes or assort- 

inches wide it requires very little ment of 1 dozen each of 14", 34", 34” 


counter space. and 34” sizes. 

: Contains one gross 
Cap acily sets assorted sizes Order both cabinet, and refills 
made up of | dozen each of 34” and from your nearest jobker. 








NES La Sh eSurlect Furniture Joo twear 
IQ 
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RR &, DOMES oF SILENCE | 


Better than Casters’ 
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FLOORTEX Felt-Base Rugs Have 
Received cAmazing Recognition 


: } HE public is showing a tremendous appreci- 


ation of the unrivalled patterns, quality, and 
wide selection available in the large, new line o 
Certain-teed FLOORTEX Rugs. 


Popularity was built into these rugs from the 
first. Each design was carefully worked out to 
meet the needs of different types of homes; to 
harmonize with various styles of furnishings; 
and to fill the practical requirements of every- 
day use. Each rug has proved its capacity to 
satisfy purchasers. 


Have you grasped the opportunity that FLOORTEX 
Rugs hold out to you? The desire to own one 
or more of these rugs is held by many of the 
buying people of your community. 


Take advantage of the opportunity that these 
beautiful rugs offer you. 
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PATTERN No. 1012 | PATTERN No. 1014 


B eautiful FLOORTEX Patterns 


These Striking Rugs Will Bring You New 
Customers and Please Your Steady Trade 


the attractive Certain-teed FLOORTEX (felt-base) 
line -—in beauty, wear and prices! From the mate- 
rials used in their manufacture to their rich colorings 
and satiny finish, these rugs present the results of skil- 
ful production backed by years of exacting experience. 


pp 7. OUR customers will go far to find the equal of 


FLOORTEX Rugs are setting a record in fast-spreading 
popularity. Those dealers who confidently accepted 
them from the start, 'are now reaping the benefits of 
an exceedingly stable demand. 


Right now, at the beginning of another big floor- 
covering season, the road is still open for you to de- 
velop this profitable business through the ever- 
growing public approval of FLOORTEX Rugs. 


You Are Protected By This Guarantee 


If, when you receive these rugs, they fail to meet 
your expectations, you have our permission to return 
them immediately. 
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PATTERN No. 1015 | | PATTE N No. 1018 


That Set the Pace in Sales 


With These Prices You Will 
Get Your Share of Fall Business 


t x a Et. — 
979% - 7.00 
© x1 OQ”: 66 - 8.16 
9x12“ - 9.32 


Prices Subject to Change Without “Notice 


. Above are dealer’s Net Prices F. O. B. Philadelphia or Trenton 
: Terms 2% 10 Days — 30 Days Net 














Nearby jobbers will supply you with FLOORTEX Rugs 
at these prices, F.O. B. our mills carload freight 
only added at other distributing points. 


Certain-teed Linoleum and Felt-Base roll goods in a wide range 
of attractive and popular patterns can be bought in combina- 
tion with FLOORTEX Rugs and at correspondingly low prices. 
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_ FLOoRTEX RUGS 
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PATTERN No. 1021 


Other patterns 
on next page 
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PATTERN No. 1022 PATTERN No. 1023 PATTERN No. 1024 











Whatever Your Floor-Covering Requirements 


Certain-teed’s Complete Line of Linoleum and 
Felt-Base Products Will Fill ‘Them 


HE big rug buying season is here again. Your floor-covering 

department should be put in shape to make the most of 

the assured demand. The full Certain-teed line of Linoleum 

and Felt-Base Floor-Coverings, listed below, is prepared to 

bring you this business, just as it has done for many dealers 
throughout the country. 




















Certain-teed Battleship and Plain Linoleum 
Commercial Battleship and Plain Linoleum 
Certain-teed Cork Carpet 

Certain-teed Inlaid Linoleum | 
Certain-teed Printed Linoleum : 
Certain-teed Printed Linoleum Rugs 
Certain-teed FLOO®'"X (Felt-Base) 
Guard F'OORTEX (Felt-Base) 
Certain-teed FLOORTEX Rugs 


Certain-teed Products Corporation 
SALES OFFICES 










Atlanta, Ga. Chicago, II. Detroit, Mich. Los Angeles, Calif. New York, N. Y. Richmond, Va. 
Baltimore, Md Cincinnati, Ohio Houston, Tex. Memphis, Tenn. Philadelphia, Pa. St. Louis, Mo. 
Boston, Mass. Cleveland, Ohio Indianapolis, Ind. Minneapolis, Minn. Pittsburgh, Pa. San Francisco, Calif. 





Buffalo, N.Y. Des Moines, Ia. Kansas City, Mo. New Orleans, La. Portland, Ore. 
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Take These Steps— * ) 


—to Greater Profits 


Now is the time to prepare for the fall weatherstrip sales. Fill in and send us the coupon 
helow today. You'll never regret it. It will be a step to more business for you. Hun- {il 
dreds of dealers have done it, and are now doing a bigger weatherstrip business than ever 

hetore. The exclusive features of Economy All Metal Weatherstrip have won the ap- 

proval not only of home owners, but of contractors as well. It is the most logical weather- 

strip for the hardware trade. 


Sales Features: 

“i<conomy” can be quickly and easily installed by anyone. They are made of spring 
bronze, retain their tension and last the life of the building. Keep out dust, dirt, drafts, 
rain, snow, street noises, and eliminate rattling. Are packed in handy cartons containing 
complete equipment for one door or one window, including instructions and nails. They 
are inexpensive. 


Dealer Features: fl 
The Handy Carton 


The handy carton simplifies handling for the dealer—eliminates 
measuring, cutting and wrapping. No waste ends or damage in 
stock 








Packed in Cases aly 


“Economy” comes to the dealer packed in cases of 24 cartons. 
Easy to stock in small space. 


Our Sales Plan 


We help you sell them with a well organized sales plan, and fur- 

















nish a miniature window model completely equipped with ‘“‘Econ- 
omy,” including attractive colored counter display, also advertis- i) 
ing cuts and effective advertising literature. Ask your jobber’s 
salesman for further information or r qj) i 












KASS IS GHGRH SO QT NN 
WS WIEST SONGS] Fa SS. dandtast®ian cAAN SS) 
ECONOMY METAL WEATHERSTRIP CO. 

2531 Homer Street, Chicago 


Send, without obligation, descriptive literature, sales plan, prices 
und your trade discount. 





H.A, 9-17-25 
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Trade-Mark Reg. U.S. Pat. Office 


Metal 


WEATH ERSTRIP 














The Human Side 
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of a 
Great Business 
Publication 


Back of CTCrY great enter prise 
is a human element contrib- 
uted by those men whose cx- 
periences and personalitics * 
are reflected in that enterprise. 
This is the clement that molds 


opinion, creates good will and 
makes or mars its sue 

















SN THUSIASM and ability, backed 

| by unlimited energy are the out- 

standing characteristics of Chas. 

P. Catlin, nationally known 
merchandiser, advertiser, and 

salesman, whose rare power to instil these 
attributes in others has drawn him into the 


HARDWARE AGE Editorial family. 


Thirty-two years of hardware merchan- 
dising experience are packed into his 
straight-from-the-shoulder messages on 
“Turning Dull Days Into Profits."" These 
articles are full of practical, sales stimulating 
pointers, high in cash register value. 


Catlin’s experiences range from_ inside 
man, road salesman, departmental man- 
ager and buyer in a national hardware job- 
bing house, to sales promotion manager and 
merchandiser for widely known manufac- 
turers. 


Charles P. Catlin, Contributing Editor 


(Practical Merchandising) 


As a salesman, he personally installed 
hundreds of display windows, planned hun- 
dreds of special sales and suggested con- 
structive selling methods to thousands of 
men behind retail hardware counters. As 
sales promotion manager he is responsible 
for many sales-producing ideas used by 
hardware jobbers, salesmen and merchants 
throughout the country. 


He knows the problems of the retailer, the 
jobber, the salesman, the manufacturer, 
and he shares that knowledge with his 
readers. 


Charley Catlin’s articles inspiringly point 
the way to greater profits through clean-cut 
efficient merchandising methods. His con- 
tributions hold an important place in the 
thorough, practical business-building service 


HARDWARE AGE brings to its readers 


each week. 


“The Most Influential Hardware Paper” 


Vy 
Y 
Y 


oe RITE Po 





September 17, 1925 HARDWARE AGE_ 29 






WS 


\ \ ASS 
S'S 





\ A“ = S ~ . S LEN WN \ NX < 
- “Tg SW S SoS oa _ i \ 
~——> —~S ee, . SG ~ ~ . SS SS 

+" e 


special size 


: a —~ 
CoA 


for home use 


DIXON’S 


SPRING OIL AND RUST SOLVENT 
The All-Purpose Household Lubricant 
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An effective lubricant for hinges, rollers, and many other 
household articles. Equally valuable around an automo- 
bile for springs, body squeaks, etc. 

It contains DIXON’S superfine flake graphite mixed 
with high grade lubricating oils. As a rust solvent it is 
unexcelled. A few drops will loosen the most obstinate 
nut or bolt. 

Packed one dozen 3 oz. squirt cans in striking display 
container; three containers to a carton. 





Dealers: Your stock ts not 
complete without this ttem. 


Write now for prices and information—40 S. G. 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, N. J. 
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KE 
Self Fluxing 


Simple. ee aiipere 


popes ae Heat 


KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—* “Requires Only Heat.” Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


_—_— Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 








a Rosin ——— Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound hoxes. Special gauges also 
available. 


“seal Radio Solder 


Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1 4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 





GENUINE SOLDER 


TER 
SOLDER 








CHICAGO SOLDER COMPANY 
4205 en Avenue, Chicago, U. S.A. 


e 
Genes and world’s largest 
manufacturers of Self Fluxing Solder 





o—_ 
Your Jobber Can Supply You 
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of America’s modem 





MANUFACTURING CO. 


Branch Offices: 


28 BINFORD ST. BOSTON 
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Approved! 


by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 





Leese ee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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NONE BETTER 
@ Socket Wrench Sets 





fs 


SS Manufactured fb ——$<————— 
: ee WY BRITAIN MACHINE Co. == 
———— RITAIN, =< 
aE 








areen, black and 
white, with you 
imprint, will 





heln uou sell the 


BE z 
No. 201 Set. ETTER 


OCKET sey iy) 





Easy to See 
Means Easy to Sell 


Socket Wrench Sets continue to increase so 
rapidly. The display cartons command at- 
tention, and the sets almost sell themselves, 


for when examined, the 














convenience «f the 
hinged metal containers, 
the high quality of the 
accurately machined and 
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properly tempered 
sockets and the rugged- 
ness of the L type han- 
dle are so apparent as to 
make the sales resistance 
almost negligible. Prof- 
its on these easy sales 
are substantial. Are you 
getting yours ? 


There are nine sets in the compleie line. The 
catalog gives complete mformation. Jour copy 
is “rearm’ to go.” 


The New Britain Machine Co. 
15 198 Chestnut Street 


New Britain Connecticut 
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Are Flexlumized 


A vivid, striking Flexlume electric sign will increase 
the attraction power of your store, and, thus naturally, 
build up your profits. 


Flexlume is as efficient by day as by night because 
its letters are of raised glass—snow-white against a dark 
background, bold by day and brilliant by night. 


You want the increased business Flexlume can _ get 
for you. Write now for literature showing other Flex- 
lumized hardware stores and information as to how it 
can profitably serve you. 


We also butld exposed lamp and other types 


of electric signs for those who prefer or 
require them, 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


Factories also at 
etroit, 









September “I7, 1923 


a The Busiest aaa 





Phone ‘“Flex- 8 
itume’ — All Angeles, Oakland, 
Principal Cities. Calif., and To- 


ronto, Canada. 








The 





moll Sign 


Xe Day-and-Night 





















Worcester Buffalo Cleveland Detroit 


EXCELSIOR 
Poultry and Rabbit Fence 
‘Graduated Mesh 


You can give your trade this product with 
the assurance that it is— 


correctly spaced from top to bottom, 
securely woven, ° 

true to wire sizes, 

heavily galvanized. 


It is a quality product that meets the 
demand for a fencing strong enough for all 
ordinary purposes and with bottom wires 
spaced to hold the smallest chickens in. 


AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF 
WICKWIRE SPENCER STEEL CO., Inc. 
GENERAL OFFICES: 41 EAST FORTY-SECOND STREET, NEW YORK 


Western Sales Office: 208 South LaSalle Street, Chicago 
San Francisco Los Angeles Seattle 
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COES 


Every Home Needs a Good Screw Wrench 


There are lots of little jobs about the And the Coes fills the bill perfectly. It 
home, the workshop and the garage that is strong, can be quickly adjusted to fit 
require a good screw wrench. nuts of different sizes, grips them secure- 
ly, never slips and will give a maximum 


Tightening the nuts on wheelbarrows, life-time of satisfactory service. 


lawn mowers, garden tools, farm imple- 


ments, stoves, furnaces, etc., are but a few Made in 6”, 8”, 10”, 12”, 15”, 18”, and 
of the many uses that home owners find 21” sizes. 
for a Coes Knife Handle Wrench. Keep stocked and hold customers. 


All Leading Jobbers Carry Coes Wrenches 


COES WRENCH CO. Selling Agents: 
“In Business Since 1841” J. C. McCARTY & CO. 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 

Worcester Mass. FENWICK FRERES _ 8 Rue de Rocroy, Paris, France 




















® 
A 
DAL > 


) for | BABCOCK— MEANS 
+ AFETY 
PAINTERS HOUSEWIVES 
DEC2ERATERS , FARMERS 
MACHINISTS WINDew- 
MILLWRIGHTS es CLEANERS 
STEAM Ro ae CARPENTERS 
FITTERS es | =o * ROEOFERS 





SEND GES Pe 
FOR CATALOG WE PAY THE 
AND LATEST PRICE LISTS FREIGHT 


W. W. Babcock Co., ” Bath, N.Y. 
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School Days Are Here 


In every home where there are kiddies, shoes play 
an important part in the preparation for school. 
The ease with which one can apply 


ne TRADE MARK REG. 


Half Soles: Heels and Strips 


to old, but still serviceable shoes—and the comfort 
and protection this healthful, durable soling pro- 
vides, is sure to make PANCO one of vour fast- 
est-selling, most profitable items! 


Outwears Best Leather 2 to I 
If you are not stocking it—order from your 
jobber—or direct. 


Black or tan—for men, women and 
children. 


PANCO RUBBER CO. 
Chelsea, Mass. 
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First Impressions Count 


HE first impression that a woman receives from an 
article has profound influence upon the sale. 
Therefore, the dealer should always be sure that 
the appearance of the merchandise he sells “looks 

the part” and supports his claims for efficiency, strength 


and durability. 


Appreciating the important influ- 
ence that appearance has upon 
sales, the famous makes of Oil Cook 
Stoves with Lorain High Speed 
Burners were designed with great 
care so that for looks they should 
have no equals. Their exceptional 
sturdiness is outstanding. Their 
durability is evidenced by the ex- 
cellent material used, well made 
by expert workmen. 


In addition, the Lorain High Speed 
Oil Burner delivers an intense heat 
at low fuel-cost. We shall be glad 
to have you prove this fact by 
making your own tests and com- 
parisons. 


The Lorain High Speed Oil Burner 
is of the ‘‘short chimney’’ type. 
Therefore, it brings a clean, blue 
flame of intense heat in direct 
contact with the cooking utensil. 


(;SUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


This feature gives the housewife 
a speed in cooking that approaches 
the speed of gas. 


The Lorain Burner has been on the 
market for many years. Its use 


in thousands of homes proves that 
it is remarkably free from burner 
trouble. It is very simple to operate 
and is quickly understood by the 
most unmechanical of women. Re- 
wicking is particularly easy. 


We suggest that you investigate 
immediately the distinctive fea- 
tures of the several makes of Oil 
Cook Stoves that are now equipped 
with the Lorain High Speed Burner. 
Among the five famous makes 
listed below you'll surely find a 
line that will just suit your require- 
ments, and enable you to build 
up a permanent and profitable 
business— free from ‘‘comebacks.”’ 


Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Direct Action— National Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel (seorge M. Clark x 
C'o. Div., Chicago, Il. 

Dangler—Dangler Stove Co. Div., 
Che veland, (). 

1925 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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~ A Better Chain } 























Wesco Tire Chains are heavier and more dura- An Entir el New 
ble than ordinary chains, The cross chains are y 
’ made of the toughest steel obtainable, case hard- MERCHANDISING 
ened by our special process, to sustain the heaviest Method 
loads and give the longest wear. The triple plated 
brass finish is a strong point in selling. We have a plan of merchan- 
dising that will appeal to the hard- 
The side chain used on Wesco chains is of an ware retailer as well as the job- 
improved type. The ends of the links are locked ber. It enables us to serve both 
to prevent them from pulling out regardless of the these important linksin thechain 
strain. They are heavily galvanized to give them a : —_ a hm ? vn 
bright, clean finish and a rust proofing that will last. pai gcm oad weit. Se 
The type of end fastener is a decided departure but obtain a quicker turnover 
from the ordinary device used for this purpose. on Wome chelte at @ Wart 
margin of profit to both, 


It is made of steel sufficiently heavy to carry any 
possible strain, with no springs or light parts to 
wear out or break. It takes up all the slack and 
once in place, there is no necessity for wiring to 
prevent loss of chains while on the road. 
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A Bigger Profit 


There is a bigger profit in Wesco chains because 





An Entirely New 





you don’t have to carry “57 Varieties” of sizes in 

order to carry a complete stock. PACKING 
Wesco chains for balloon and standard cord tires Met h O d 

are standardized. 24 pairs, with a range of 15 sizes, 

is ample to meet practically all requirements. This Our method of packing Wesco 

reduces stock to a minimum and eliminates the balloon, standard, and extra 

necessity of tying up money in a large stock of — _ a in heavy, re 

sizes that move very slowly. labeled. affords yg 
This standardization of sizes enables the hard- opportunity of keeping this mer- 


ware jobber to furnish the dealer a complete assort- chandise neat and clean and 
gives the wide-awake dealer an 


ment of passenger car chains at an investment of : 
less than $100, with a profit of 6624 on the 7 of ne - stock 
dealer’s investment. on the shelves where the cus- 

tomer can be both attracted and 


To Hardware J obbers and reminded of this staple necessity. 
their Salesmen 


Do you know that fifteen sizes make 
a complete assortment of passenger car 
chains? The Wesco sales plan, a revolu- 
tion in tire chain merchandising, tells 
why, and detailsa plan of selling tire chains 
that willinterest you. Write for it today. 
We'll send along a sample pair of chains. 


WESTERN CHAIN CO. 
Chicago, U. S. A. > 
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VECTO 
the new heat distributor 


Portable 





Warms 3 to 5 rooms 








—up to 8,000 cubic Tenants can buy it 


feet of space 





Beautiful—porcelain 
grey enamel jacket 


Low priced; $99 to 
owner 





—on fuel used in 
one stove 








Controlled combus- 
tion; saves fuel 





The next best thing 
to radiator warmth 





Easy regulation 











Can be sold on easy 


One single casting— 
payments 


great strength 





A big new market! A new merchandising profit! 


H°” MANY private garages in your’ with them when they leave. For VECTO 
town? Each owner is a live VECTO __ requires no installation. 
prospect. How many small shops that 
furnish their own heat with dusty old-fash- 
ioned stoves? How many detached small 
buildings—small ofiices—oil filling stations 
and the like? Order a sample VECTO from your jobber 
ALL are prospects for the new VECTO. or our nearest Branch Office. Put it on dis- 
Tenants or owners, it makes no difference, play.Prepareto get your share of this great 
for VECTO is portable. They can take it mew VECTO market. 


AMERICAN RADIATOR COMPANY 


Dept V20, 1807 Elmwood Ave., Buffalo, N.Y. Sales Offices in all principal cities 


Your profit is $33 on each sale. Your * 
Capital investment is small; your turnover 
is fast. 











IDEAL BOILERS AND AMERICAN RADIATORS FOR EVERY HEATING NEED 
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| DEPENDABILITY |} 


Flyatt 
Roller 
Bearings 











Orders are being booked now for spring requirements 
of COLDWELL DEPENDABLE LAWN MOWERS. 
Place your order at once and specify definite shipping 
date to insure having your supply of these dependable 
mowers when the season opens. 


The addition of the COLDWELL ELECTRICALLY 
DRIVEN POPULAR PRICED POWER MOWER to 
the dependable line offers an attractive additional feature 
to your lawn mower display for next spring. A request 
will bring full particulars on this new and most important 
lawn mower development. 


COLDWELL 


DEPENDABLE LAWN MOWERS 


Hand, Horse &§ Motor 





COLDWELL LAWN MOWER CO., NEWBURGH, N_Y., U.S.A. 


FACTORY BRANCHES 319 South West Fifth St..DES MOINES,IOWA. 4139 West Kinzie St.,CHICAGO,ILLINOIS. 
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— The Roaster 
¥ sHPMENTS R SHIPPED 


42% PROFIT =; :::: 


: | SS : This is the first big Deal in standard LIFETIME Ware. 

=_— 4 Every piece 18 gauge, heavy, hard metal, pure sheets, 
Zy cross-rolled in our own mills. It involves a small order 
and a small investment. Note the profits on every deal 
package. Don’t miss this one. Good for only 30 days. 


12 LIFETIME QUALITY ROASTERS 


This deal gives merchants a 
chance to make a leader of this 












ALL SIZES EXTRA 





WIDE fine LIFETIME Roaster, at a 
_ price that shows both dealer and 
customer a real profit. Does not 
TIGHT SANITARY overload you. And best of all, 
EDGES you sell the cleanest job of alu- 
minum stamping on the market. 
i : 7 Send for your deal packages to- 
HIGHLY BURN day. Order all you will need. 
ISHED BUFFED Cash in on this opportunity now. 
AND POLISHED No. 20 Roasters, 
14x9'4x6 To sell @ 
aad $1.85—$7.40. 
LARGE HANDLES, No. 44 Roasters, 
VENTS EASY TO 17x16)x7 To sell @ 


OPEN AND CLOSE $2.65—$10.60. 
No. 66 Roasters, 
— = 3s 19x12x8 To sell @ 

a | $3.85—$15.40. 


Cost $18.70 
Retails $33.40 













RUSH THIS COUPON 





Aluminum Products Co. 
LaGrange, IIl. 
Ship by Se oe ents Roaster Deals. 
_.....No. 26, Square Roasters and............ 
No. 50, Oblong Roasters. 
ISAT TO ne a nn 
Address. 


|. z= a aaa aE alae 
[}] Check Enc. () Send C.O.D. () Open Acct. 






Aluminum 


ca Ware 
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brand of known quality. 


Aluminum Ware. 


Line up with LIFETIME. It is the 
preferred, proven Aluminum Ware 
today. The great facilities of our 
own rolling mills and fine, complete 
plants make back orders unneces- 
sary. 


LIFETIME is your logical one- 
source of supply, and we are inter- 
ested in hearing from dealers who 
are planning to build a better, big- 
ger Aluminum Business. 








4h, 


Reg. U. 8. 
Pat. Off. 















LIFETIME sells for less than any other trade-marked 


The LIFETIME Line offers a larger margin of profit for 
the dealer than does any other trade-marked brand of 


Here is a combination hard to beat and this large Company 
backs up the dealers customer-guarantee that every piece 


of LIFETIME Ware will render a lifetime of service. 


() 
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Deal of the Year 
DIRECT 


More Profit 


for you 





‘COMPLETE. 
SHIPMENTS 

















THESE new numbers, No. 26 
square and No. 50 oblong, should 
be stocked as fillers in any complete 
Roaster Line. In style, finish and 
quality they represent the market’s 
best. Tight, sanitary rolled edges, 
and large baking surfaces make 
them especially attractive. 








Square 
No. 26 ane Benetes 
two side handles, top and 
bottom. Rolled, tight san- 
itary edges, giving extra 
strength to top and bot- 
tom. 

Dimensions, 11x11x6 


Costs $1.10 Retails $1.75 
Oblong 


No. yO = Roaster 
Roasting rack included in 
this new, three-piece fea- 
ture. Large, convenient 
handles, self-basting, and 
seamless. 

Dimensions, 16x1116x8 


Costs $3.25 Retails $5.20 


ALUMINUM PRODUCTS CO., LaGrange, II. 
7 


/ 


Aluminum 


ware 
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MADE Inve > 



































To simplify stocks 
and quicken sales 


Special Stock Order No. 
25 includes a represen- 
tative assortment of best 
selling Bassicks, a liberal 
supply of advertising 
material and sales helps 
—plus a good profit. 
May we send it? 
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Is any other line 
quite so complete? 


Big casters, little casters—casters for tea wagons 
—casters for beds, casters for heavy davenports, 
for light and dainty tabies, for bulky bureaus, 
chests and chairs—all of them easy-rolling 
Bassicks. 


No need to cast about for casters. Bassick makes 
them all—and makes them all a little bit better. 
Is any other line quite so complete—does any 
other caster roll quite so easily—as Bassicks ? 


Bassic 


Reg. U.S. Pat. Off. 





Casters 


The BASSICK COMPANY 
BRIDGEPORT, CONN. 





For thirty years the leading makers of high graae casters 
for home, office, hotel, hospital, warehouse and factory 





‘ TTL ents 
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SHOUP-ALIGNER 


——— PFECORD-FII,’ 
Simple as #* 


A —— | A Write 


All forms are in place, perfectly aligned, 
interleaved with carbons—ready for use! 
Write on the top form. One to three copies, 
just as legible as the original, are made in 
that one operation. 


B Pull back lever 


After you have made the entry, give the 
lever a short, quick pull—and automatically 























—Working copies are issued for distribu- 
tion. 

—The record copy is detached and filed in 
numerical order in the special locked 
compartment. 


—A new set of forms is brought into writ- 
ing position. 








C Remove the copies 


They are now ready for distribution to the 
proper departments. And a copy for refer- 
ence is locked in the record-compartment— 
it cannot be lost or tampered with. 


Loading the RECORD-FILER is simplified 
by AUTO-FOLD flat packet stationery. 
You just drop it in the loading compart- 
ment—carton and all. 














With AUTO-FOLD and the RECORD-FILER, you can have — AUTO-FOLD fx 
more complete and accurate records in such systems as: wee SN Packet Stationery 


Purchase Orders Requisitions Claim Checks 
Receiving Systems Stock Room Records Returned Goods Records 
Order Systems Delivery Receipts Cost Systems 
Interdepartmental Shop Orders Credit Memos 

Orders Repair Orders Billing Systems 


Write on your letterhead for complete information and a demonstration. 
There’s no charge or obligation. 


AUTOGRAPHIC REGISTER(CCOMPANY 


ORIGINATORS OF CONTINUOUS 





Pioneers in the Autographic Register Industry 


350-358 Tenth Street Represented in Canada by 
AUTOGRAPHIC REGISTER SYSTEMS, Limited 
Hoboken, New Jersey 


110 St. Peter St., Montreal, Quebec 
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The Dusstonite Handle 


This greatest saw de- 
velopment since Henry 
Disston invented the skew- 
back fiftv vears ago is 
found only on the Disston 
D-18 Saw. 

The D-18 is a skew-back 
pattern saw, made in the 
following leneths and 
points : 


Cross-cut Points 
20) 0-7-38-9-10-11 
Rip Pomts 
2h 5-514-6 


Kkach saw ts packed in an 
box. 


individual 





**The Saw Most 


Carpenters Use’’ 
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Ns 


There’s a wide-open market 


for this new Disston Saw 


(nce again a great saw de- 
velopment bears the Dhtsston 
name. 

The D-18 Hand Saw with 
the Disstonite Handle is the 
new Disston achievement, 

An achievement that brings 
an opportunity to you 
that gives you something new 
to sell . . . something to 
arouse interest; to talk about; 
to demonstrate. 

It gives you a chance to 
talk “saws” to every man who 
enters vour store, 

The Disstonite Handle! 

The Disstonite Handle is 
hard, tough and © strong. 
Knocks or falls do not harm 
it. 

Heat, cold or moisture will 
not warp or crack it. 


The blade is always tight in 
this handle that cannot shrink. 
Because every screw is lock- 
washered. 

The Disstonite Handle 1s 
shaped to the hand. And 
fitted to the blade to give that 
famous Disston “hang.” 

The rich, brown lustre 1s 
permanent. Neither water, 
oil nor perspiration can affect 
If. 

The D-18 blade is a Disston 
in every way. 

Here’s something to offer 
every man who uses a saw. 

Put it in their hands. Let 
them grip the  Dzisstonite 
Handle. ‘They'll find it hard 
to lav it down. 

Your regular jobber now 
has the D-18 Saw. Consumer 
price, $4.50 each. 


HENRY DISSTON & SONS, Inc. 
Makers of “The Saw Most Carpenters Use” 
Philadelphia, U. S. A. 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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‘Why he sells best 
who sells “McKanney Pro ducts 


‘The striking advantages of 
McKINNEY 
CHAIN BOLTS 


Ss 

















AY to a customer “here is a 

chain bolt that latches even 
when you just give the door a 
shove’’—and he’ll doubt it. Sell 
him a McKinney Chain Bolt —and 
you'll prove it to him. The McKin- ‘ 
ney Chain Bolt has these definite {| 





























REVERSIBLE 
Latch Bolt . MAaNurACTURING CoMPANY Vd ; 


| 

' . 

| N PITTSBURGH P 
| PENNSYLVANIA 


SO SE 


a McKINNEY Product 


advantages : | 
1. Beveled latch bolt made of one piece of ° 
tubular steel. i) 
2. Carefully designed bevel which allows 
door to lock automatically without pull- Dp 
ing chain. (i 
3. No tools required to reverse. Just un- 
hook chain at bottom of bolt. ! 
4. Made entirely of steel. | 
5. Chain and latch bolt galvanized. 
6. Harmonizes in design with Foot Bolt | 
No. 1960. [| 
| } The illustration shows No. 1965 
| | Japanned. Made also in other fin- Jf 
| | ishes, including Dead Black, Dull /) 


! Mf Brass and Antique Copper. ] 
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Help Your Post Office 
Help You! 


WeAiOUR Post Office appeals to you to help lighten the costly 
? burden caused by carelessly and incompletely addressed 
mail matter. You are urged to place your complete ad- 
dress on all stationery, so that mail which cannot be de- 





livered may be returned to you for the correct sending address should 
there be an error. The Post Office in your town will help you cor- 
rect your mailing lists, so that inactive mailing addresses may be 


eliminated, your cost of circularizing lessened and the Postal prob- 
lem also lightened. 


Mail delayed, undelivered or unreturned due to careless or in- 
complete addresses of sender or sendee contributes to wasteful and 
costly overhead in the post office and in the businesses interested in 
such mail. If this carelessness continues to grow and the postal sys- 
tem of this country cannot operate without a deficit, YOU must help 
pay that difference in the form of taxes. 


When you help your post office you are helping a useful publie 
servant help you. We quote from a recent appeal issued by New 
York Postmaster John J. Kiely: “The obligation of furnishing a 
complete address rests on the sender. Help him perform that ob- 
ligation by placing your complete address on your stationery. Don’t 
let your correspondent guess your address. Advertise your business 
by placing your complete address on all your stationery.” ‘This is a 
business-like appeal to business men. Don’t let this appeal go 
unheeded. 


Help YOUR Post Office help you! 
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Jack Frost 


The Sales 
Creator 


Bv Charles P. Catlin 




















ACK FROST is right around the corner, wait- 
J ing to do his stuff—create increased sales for 

you. Jack’s job is to chill the atmosphere, 
make people cold and uncomfortable during the 
early fall season—you know, just before the time 
to set up the base-burner, start the fire in the fur- 
nace or turn on the steam. Jack is the herald of 
Old Man Winter. 

Damp, frosty mornings and chilly nights when 
you feel as cold as the inside of a refrigerator and 
the cool temperature makes it hard to keep a cool 
temper—days and nights that would make a seal 
shiver brought by Jack Frost to stimulate a big 
demand for emergency heaters for the home. Jack 
up sales and make more “jack” by adding Jack 
Frost to your selling force, putting frosting on 
your business cake. 

Now is the opportune time to make an attrac- 
tive window display of oil heaters, gas heaters, 
electric heaters, inexpensive wood heaters and the 
modern camp stove with the built-in drum heater 
feature. Kill the chill! Banish cold and colds! 
Keep warm during the day and you keep “flu” 
and the doctor away! 

When the thermometer drops, make sales soar. 
Make profits spring in the fall. Make the chill 


fill your till. You will if you feature chill-chasers 
In your window attractively. Then, autumn gales 








will puff your sales and blow you into the Harbor 
of Increased Prosperity. 

In this window there should be a sprinkling of 
kindred lines such a stove polish, nickel polish, 
stove polishing cloths, stove brushes, 1, 2, 3 and 5 
gallon oil cans and various sizes of funnels. 

There is a growing demand for these modern 
emergency heaters. Undisplayed, unmerchan- 
dised heaters may be shelf-warmers; featured 
heaters are creators of cold cash for you. They are 
extensively used in the home living room, bath 
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room and the nursery, to take the chill off the 
children. 

Here is a suggestion for an appropriate window 
sign (card): 





Warm Up to These 
Chill-Chasers! 
They Will Warm Up 
The Home 
Office, Store and 
Garage 











The demand for these little heaters—chill 
chasers—has now become universal. They are ex- 
tensively used in offices, stores, work rooms, etc. 


To be piping warm, there’s no need for pipe heat- 
ers. They are likewise used for heating the 
garage in the extreme cold weather. Such heat- 
ers are not nearly so expensive or troublesome to 
run as a furnace with its insatiable appetite for 
more fuel—and they give heat just where it’s 
wanted right when it’s wanted. 

Signal passersby with such a sign of fall as this, 
then give them a warm welcome into your store— 
and you will go far toward freezing out out-of- 
town competition. This is the process of modern 
merchandising—featuring seasonable, unified 
lines. Scientific merchandising is like the alchem- 
ists’ fabled furnace which transmuted lead into 
gold. It turns dead stock into live, idle items into 
gold, store-keepers into merchants. 

Merchants who have a full appreciation of the 
value of featuring timely, unified lines in their 
windows have little trouble in turning dull days 
into profits by helping their customers turn cold 
days into warm. Thus they keep their cash regis- 
ter warm with cash sales produced from warm 
friends and new customers. 








Nat Lubash’s Home Electric Service 


F you lived in Richmond Hill, N. Y., 
you would know the hardware 
store of A. M. Lubash & Son. Nat 

Lubash, general manager, would see 
to it that you did know it. The postal 
card reproduced herewith is one of 
the many advertising stunts which 
helps Nat sell from $15,000 to $18,000 
worth of electrical appliances every 
year. George Lubash, his brother and 
assistant, has been making a drive on 
the electrical appliance business, and 
has found these return cards very 
valuable. One look at the picture tells 
the story of its value. These cards 
are enclosed with packages delivered, 
statements rendered and are left at 
the homes whenever a delivery is 
made. People frequently pick them 
up in the store, and send them in 
properly marked. 

Nat developed this idea from a plan 
he had seen worked out in another city. 
He would be mighty glad if you were 
to use it also. It is a good plan. Why 
don’t you try it? 
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C4. M. Lubash & 
HOME ELECTRIC SERVICE 





A new and useful service 
for residents of Greater New York 
A distinet winovation of the 


Lubash Store 
| HE Lubash Store has mawgurated 
a Home Electric Service t» solve 
= electric appliance problems on 
ome Grounds.” We shall gladly 


’ 
send men to show you how easily our 
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The fellow who is content to wait for something to happen is like the snipe hunter, who stands for hours in 
the drizzling rain, holding a bag and waiting for the alleged snipes to appear. They never come, and the snipe 
hunter merely the victim of practical jokers. 





What Are You Waiting For? 


By Hamp Williams 


F the average profits in the retail hardware 
business are only 4 per cent, there are a lot 
of men who are not making anything at all. 

What are we going to do about it? But, better 
say what are you going to do about it? A lot 
of these merchants are waiting for times to get 
better. Do you know that waiting for time to get 
better, or waiting for something to happen has 
put more men out of business than any other 
cause? A lot of merchants are waiting for times 
to get better or some of their kinfolks to die and 
leave them an estate, or the mines to open or 
somebody to strike oil, or the next year’s crop to 
be a big one, or farm products to go up or goods 
go down before making further purchases. Or 
they are waiting for collections to get better, or 
until they get a patent perfected on some fool 
thing that no one would have but themselves— 
waiting until their children are grown up and 
educated so they can take the places of their 
clerks and save salary expense, or until they own 
their own buildings and save rents. 

Waiting will never raise the average profits one 
penny. The longer you wait the worse it will 
get. If you are waiting for a fortune and it is on 





its way coming in your direction someone who is 
out hunting for fortunes will get it long before it 
ever reaches you. The same way with business. 
The men who wait will starve while the fellows 
who go after business will prosper. The fellow 
who reads the journals and periodicals pertaining 
to his line of business and puts into action some 
of the things he learns by reading, is far better 
off than the merchant who waits for the unex- 
pected to happen. 

A merchant said to me the other day that there 
were entirely too many advertisements in hard- 
ware journals. I asked him if he read all but the 
ads. He said, “No.” “Then,” said I, “why do 
you object to the ads? They couldn’t furnish you 
the journal at all if it were not for the advertise- 
ments because the cost would be prohibitive and 
if you don’t read the ads how do you know about 
the new goods that are coming out every year, and 
improvements that are being made? The trouble 
is you are waiting for something and you are 
certain to get it. The man who is not trying to 
inform himself but is waiting for something and 
does not know what it is, is best illustrated by a 
snipe hunt.” I asked him if he had ever been on 
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a snipe hunt and he said “No.” I said “I will tell 
you what it is just to keep them from making a 
fool of you. Sometimes a lot of fellows who are 
posted get a fellow like you to go along with them 
to hold the sack (they representing to you that 
snipes go in droves and are easily driven on a 
dark drizzly night). The hunters usually go out 
five or six miles from town, away out in the woods 
or in some old field. They place you, the green- 
horn, the man who is not posted, in the most 
desirable place for snipes, with a large sack made 
for the business, and you hold the mouth of that 
sack open while the others go out to drive in the 
snipes. There you remain all night in the rain 
waiting for snipes, while your fellow-hunters are 
at home in the dry, laughing at your ignorance. 

That is one way to get the lesson, and some 
will not get it any other way. They don’t read, 
they don’t converse, they don’t think and they 
seem to have but little faith in their fellowmen. 
They are the ones who say that there is nothing 
certain but death and taxation. 

Now, after I have taken the time to write this 
article and HARDWARE AGE has given it space in 
this journal, that you may have warning and 
not be a victim of snipe hunters, if you fail to 
read it the snipe hunters may get you. That illus- 
trates how necessary it is to read. On the other 
hand if you read this and still fail to heed, some 
dark drizzly night you will find yourself out in 
the rain holding the sack while others are laugh- 
ing at your ignorance and having fun at your ex- 
pense and discomfort. 
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It is exactly the same in business, but how can 
you help a man who will not listen? And, if he 
does listen, will not heed. When my firm reaches 
the stage when it is not making the profit that 
it should make we begin immediately to make 
changes, add lines, send out our salesmen, adver- 
tise, read every hardware journal published, hold 
meetings with our salesmen, talk with our banker, 
consult with and get suggestions from the travel- 
ing salesmen who are our friends, and always 
ready to help us, and they are a wonderful help 
if you will take their advice. The trouble with 
most of us is that we will not seek nor take ad- 
vice from anybody. I humorously suggested in 
HARDWARE AGE last month that all the retail 
hardware stores be formed into chain stores, 
and I have already received several letters in- 
dorsing the plan and offering their stocks of mer- 
chandise. Do you know if-this should happen 
that 90 per cent of the proprietors of these stores 
would lose their jobs, and I myself would be one 
of that 90 per cent, because my men, those who 
are sharing the profits are actually and truthfully 
running the business? 

The Hardware Associations are progressive. 
They are not waiting for something to happen, 
they are making things happen. They are trying 
to help the retail hardware men of this country, 
but unfortunately there are just a few who will 
accept the proffer and generally speaking they 
are the ones who are already making money, but 
want to make more. 


How Some Men Stand in Their Own Light 


HE average American business man hinders 

his own business by his constant effort to 

justify his own judgment, W. H. Farley, a 
national authority on merchandising told a gath- 
ering of Oakland, Calif., business men recently. 
For a man to get ahead today, declared Farley, 
it is necessary that he have an open mind and be 
willing to believe that quite frequently somebody 
else may know more about some of his business 
than he does himself. This means, said Farley, 
a reversal of the mental attitude of most business 
men today. 

“IT sometimes hear a business man spoken of 
as ‘a good, conservative business man.’ It is 
spoken as if it were praise. But the day of the 
conservative business man is about at an end. 
This the day of the man who dares to launch out 
into the unknown. 

“The outstanding successes in the business 
world today are men who have formed a habit of 
making observations and reflecting on them. If 
they think they may have found something that 
will benefit their business they try it out. Or, bet- 
ter still, they find somebody that knows more than 
they do about the particular thing they are think- 
ing about, and get more light on the matter. 

“The businesses that go behind are usually the 
businesses that are headed by men who have de- 
cided they have perfected their system of doing 
things, and will not change. In order to avoid 
changing they will go to all sorts of extremes to 
justify their own judgments.” 





Mr. Farley cited the history of chain stores, de- 
partment stores, and mail order houses, declaring 
that each of these methods of buying and selling 
met with the opposition of the conservative busi- 
ness men when founded, and thrived on custom- 
ers’ dissatisfaction with dealing with conserva- 
tive business men. 

“The jewelry business is drifting into the de- 
partment stores,” the speaker declared, “because 
it has been conducted on too dignified a basis. 
Customers have not been satisfied with their 
transactions in jewelry stores. The shoe and 
hardware business similarly are drifting from the 
special stores. They do not, in‘many cases, satisfy 
the customer. 

“Chain stores and mail order houses exist be- 
cause they fill a need. The buying public wants 
them or it wouldn’t support them. They do not 
break down business. It was thought half a cen- 
tury ago when grocery chain stores started that 
they would put individual grocery stores out of 
business. But they have not done so. Today they 
have only 10 to 15 per cent of the business. But 
the local merchant should not forget that custom- 
ers buy by mail order and in chain stores because 
they are not satisfied with his way of doing busi- 
ness.” 

The speaker characterized those who say they 
are in business for altruistic reasons as “buncomb 
artists and self-deceivers.” ‘“‘We are in business 
because of a desire to make money,” he said, “not 
because we are essential units in civilization.” 











52 HARDWARE AGE 





September 17, 1925 


ww 


a 


A builder’s hardware display that helped develop a substantial business in thie line for Phillip Gross 
Hardware & Supply Co. of Milwaukee, Wis. 


Turns Builders’ Hardware 


Stock 5 Times a Year 


N 1924 the Chown Hardware Co., Portland, 

Ore., had in its builder’s hardware depart- 

ment five stock turns at a substantial profit. 
Five stock turns in builder’s hardware represents 
a volume of business that any hardware merchant 
ray well be proud of. 

One of the reasons for this excellent record is 
that salesmen of the firm make it a point to get 
the hardware contracts for practically all of the 
big business and institutional buildings in the 
city. The Chown Hardware Co. has furnished the 
builders’ hardware for such buildings in the city 
of Portland as the Superior Savings & Trust Co., 
the Shriners’ Hospital, the Multnomah County 
Hospital, the Roosevelt Hotel and a number of big 
apartments and smaller hotels. 

However, in spite of this fact, the bulk of the 
company’s builders’ hardware business comes 
from individual home builders through contrac- 
tors who bring the home owners into the Chown 
Hardware Co. store so that they may select the 
type and quality of hardware to go into the homes 
they are building. 

In this connection it is vitally important, says 
D. B. Chown, manager of the firm, to have an ex- 
perienced and tactful builders’ hardware sales- 
man, one who is thoroughly qualified by training 
and experience to serve customers. It is equally 








as important, in Mr. Chown’s opinion, to have a 
young man as an assistant to the salesman who is 
his understudy, and who is qualified, or in the 
process of being qualified, to step in and take the 
place of the salesman or manager if the necessity 
should arise. 

On a balcony above the main store of the Chown 
Hardware Co. is the builders’ hardware depart- 
ment, easy to get to but removed from the main 
sales floor far enough so that what goes on there 
does not detract the attention of a person in the 
builders’ hardware room. The room is arranged 
so that samples of the entire line may be easily 
shown to customers seated at a table in the center 
of the room. A small room adjoins the sales room 
and is used as a waiting room for customers. This 
is not used any more often than necessary, as 
most of the contractors who bring customers to 
the store arrange in advance so that everything 
will be ready and the time used can be kept down 
to the minimum. 

Suilders’ hardware is a line requiring knowl- 
edge, in the opinion of Mr. Chown, and it is han- 
dled on that basis. The builders’ hardware sales- 
men are specialists and concentrate all of their 
time and energy to the development and sale of 
builders’ hardware department. The.sales records 
demonstrate that it pays. 
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Electric Sign Advertising Helps Sales 


By J. L. MacGregor 


electric signs? There is no such animal. 

One of the causes of a street becoming 
“main” is electric signs. Light attracts, and pedes- 
trians, motorists, buyers are drawn by the bright- 
ness and cheerfulness created by the brilliance 
of electric signs. 

Any merchant on any street should heartily 
welcome the electric signs installed in his neigh- 
borhood. The faster they are erected, the greater 
the attraction and the sooner his will become a 
“main” street. 

What does a good sign do for the individual 
business? First of all, it identifies the business. 
It is like a trade-mark. Customers and prospec- 
tive customers find the store easily if there is a 
sign, readable at a distance both day and night. 

sut sometimes a sign can do more harm than 
good. It must give the right impression. If it 
does not bespeak quality, prospective customers 
will misjudge your goods. They will get the im- 
pression from the poor sign that your merchan- 
dise is also of poor quality. Rather no sign at 
all than one that would turn business away by its 
lack of quality appeal. 

Many merchants advertise in newspapers, on 
billboards and through the mails but have no 
signs to guide buyers to their stores. All other 
forms of advertising are made more productive 
by a quality sign because prospects created by the 


Hee you ever seen a “Main” street without 


other advertising have no trouble locating the 
sign-advertised store. 

But the right kind of sign itself is a powerful 
advertising force. It is part of your business 
building and is read by pedestrians and motor- 
ists every day and night, all the year ’round, 
within a few feet of your merchandise and your 
salesmen. It is “point-of-sale” advertising and 
the least expensive when volume of “circulation” 
and costs are compared. 

Most merchants claim that their show windows 
are their best producers. Some use every means 
possible to attract prospective customers to their 
window displays. They have proved that one very 
effective way to accomplish this is with a force- 
ful electric sign of quality. Most people see only 
those things in front of them as they walk—a 
sign that projects out over the sidewalk gets their 
attention. 

There is much sameness in the appearance of 
store fronts—in many cases they all look alike to 
the pedestrian. It is good business to individu- 
alize your store, to make it stand out with some- 
thing distinctive. 

One of the most effective uses of quality sign 
advertising is tying it up with the well known 
merchandise in the store. You have seen much 
of this kind of advertising, signs containing both 
the merchant’s name and the trade-name or mark 








(C‘ontinued on page 65) 
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Using the Credit Man 











AUDITING 


COOPERATIVE 












United States, if not in the world is the 

National Association of Credit Men. Fifty 
thousand strong, its members represent the 
bankers, manufacturers and jobbers of America. 
It is their job not only to collect the money but 
to prevent business failures whenever possible. 

Their ultimate aim is to eliminate the unneces- 
sary waste in business—the fire loss, the bad 
debt loss, with its cost of collection and bank- 
rupty court fees; also to help the honest mer- 
chant who has failed to make a success of his 
business through lack of knowledge of the funda- 
mentals of buying and selling, to cooperate in 
such cases and to keep this class from becoming 
mercantile derelicts. As one credit man puts it, 
“it is to catch a bust before she blows.” 

Cooperation is succeeding competition—the 
progressive credit man prefers the X-Rays of 
business analysis, the prescription of a business 
expert, rather than the expensive post-mortem of 
the bankruptcy court. 

It is generally conceded by credit men that a 
balance sheet alone does not always furnish suf- 
ficient information about a firm’s business to 
serve as a complete guide for granting credit. 

The balance sheet is stationary—it is a still 
life picture taken at a given time. But the sub- 


()r of the most powerful organizations in the 


——— i 


Cooperative Audit 
Taking in the Banks 
and Stores of a Com- 
munity, Would Be of 
Inestimable Value to 
Individual Merchants 


ject may have moved since the picture was 
snapped, slid down hill perhaps. Instead of the 
posed picture shown by the balance sheet, the 
credit man desires the moving picture with its 
details—the story of the volume of business, the 
rate of turnover, the mark-up, the operating ex- 
pense, the collections of accounts, as well as the 
“close-up” of profits. 

The credit man and the accountant have formed 
an alliance, the latter is creating for the former 
a new and safer chart by which to operate. 

The up-to-date credit man has on file no end 
of data. Besides the usual mercantile agency re- 
ports he writes the local bank, swaps information 
with credit men in other houses, notes the per- 
sonal observations by the salesmen of the cus- 
tomers’ habits and business methods. 

A few weeks ago the systems manager of a 
great accounting firm with offices in every State 
in the Union, gave some timely suggestions to re- 
tailers. They are so good that we are passing 
them on. 

His staff recently completed the analysis of the 
operations of a large group of retail stores in the 
middle west. The turnover varied from 60 to 70 
days. Those whose stocks were turned in 65 or 
70 days were losing money even though their 
mark-up was higher than the others—the 60 day 
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turnover stores showed a profit. The stocks of 
the 60 day stores did not contain so many items 
of the same kind, there was less confusion in the 
customer’s mind, sales were made with less effort 
and time waste was eliminated. 

Some lines in the 70 day class were cut in point 
of duplications 25 per cent or 30 per cent. The 
accountant also pointed out that money tied up 
in out of season lines is an expense to the retailer. 
He suggested an inventory card so arranged that 
the buyer could tell at a glance when the big de- 
.mand for any particular line would come and 
when the quiet periods set in and the buyer could 
order according to the sales in these periods. 

He urged the strictest possible watch over the 
big items, like guns, washing machines, victrolas 
and the like, recommending a stock card on which 
every sale would be entered. 

For example—if a salesman sells a rifle he 
enters the customer’s name on the slip if a cash 
sale and the bookkeeper makes a notation on the 
inventory card. If charged the same entry is 
made, but on a different colored slip to avoid 
errors. Triplicate sales slips are used, the de- 
livery man leaving one with the merchandise and 
having the other receipted by the one receiving 
the goods. 

The driver turns his receipt into the office and 
the sale is verified. At stock taking time every 
large sized item can be accounted for. One of 
the biggest leaks in the retail business is the goods 
that go out and are never charged. 

Stop the leak. 

Another suggestion he made was to charge de- 
partments like cutlery with their stocks at selling 
price and stop another leak. 

The retailer can look ahead and see what is 
coming to pass in the next few years. The credit 
man is going to insist on a certified statement, in 
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fact it is being strongly urged at present. 

Not a balance sheet but an analysis. To be 
able to furnish this the retailer needs the ac- 
countant’s aid. How is he to accomplish this? 
Certified Public accountant’s services are ex- 
pensive. How can it be done at a reasonable 
figure within the limit of the average retailer? 
Cooperation is the answer. A group audit. At 
a certain time each year the local bank has its 
annual audit. Arrangements should be made so 
that when this audit is completed one junior ac- 
countant will go to the hardware store, another 
to the dry goods store, another to the garage 
or to the factory on the outskirts of the town, the 
furniture store and so on making eight or ten 
brief audits—the whole job, bank and all, to be 
put over on a contract basis. 

It means; one senior in charge of the entire 
work; one set of railroad fares for the force and 
every minute put in to the best advantage. 

The retailer would be able to furnish both the 
bank and the jobber with a certified statement of 
assets and liabilities. 

His accounts receivable would be “aged” and 
if some were of too long standing a proper re- 
serve would be created; the accountant would 
figure the turnover, point out weaknesses in the 
accounting system—in brief, enable him to see 
his business as it really it. With such a com- 
prehensive statement the retailer can go to the 
business experts in his bank or to the jobbing 
house. They will stand ready to cooperate with 
advice and counsel—to go to the second mile 
with him. ) 

The old order is changing, through cooperation 
and knowledge of facts, the day is coming when 
uneconomic practices and losses will be done 
away with forever. 








Inter-Communication 
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THE other day, at Dayton, Ohio, two aviators in separate flying ma- 
chines succeeded for the first time in history in talking with each 
They were several thousands of feet in the air 
and at least five miles apart, yet by means of radio they talked with 
each other with the greatest ease, though going at speeds in the neigh- 
borhood of 125 miles an hour in opposite directions. 

There are many retailers, even in this day, who, though they labor 
many hours a day in stores directly next each other, hold no more 


real communication than if the seven seas separated them. 
Communication has been an important measure of the progress of mankind down 
through the ages. The Dayton incident perhaps marked man’s victory in the face of 
seemingly impossible conditions, but the every-day-on-Main-street-in-almost-any city in- 
cidents mark man’s apparent inability to conquer conditions which really present no diffi- 


culties at all save those which are imagined. 


The merchandiser who thinks that he is going to “give away” a lot of information 
which he has only learned through experience and hard knocks will doubtless find that his 
neighbor-merchandiser to whom he now does not even nod learned the same things in 
about the same way long before he did that he could and would have told him if only the 
two had established the right sort of liaison, mutual esteem and confidence, inter-commu- 
nication. What the merchandising world still needs is a lot more of the spirit of Dayton 
in conquering these problems of getting together. 
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Sale of Small Items Increased by 
“Absent Treatment” 


RACTICALLY all authorities on retail hard- 

ware store salesmanship are emphatic on one 

point in particular and that is the absolute 
necessity of prompt attention to the customer. 
However, there seems to be some virtue in the 
violation of this cardinal principle at times and 
dealers, especially those in the smaller towns, 
often attribute the success of their “ 5 and 10 
cent” counters largely to the policy of letting the 
customers entirely alone until they have made the 
selection of what they want. 

J. T. Hovem, hardware dealer at White Rock, 
S. D., a town of 300 population, has a long table 
near his kitchenware on which he displays various 
small kitchen tools and household appliances 
divided into three groups as to price—5, 10 and 15 
cents. It has been Mr. Hovem’s observation that 
the bulk of the sales from this table are in the 
nature of “pick-ups’—the housewife comes into 
the store expressly for some larger article of 
kitchenware and without any effort on the part 
of the clerk, finds for herself one or two items 


on the table which she adds to her purchase. The 
annual sales from this table will run better than 
$300 and the stock carried only averages around 
$40. 

Another small town dealer who has made a 
marked success in selling these small items by 
“absent treatment” is P. A. Young of Wessing- 
ton, S. D., a town of less than 800. Mr. Young has 
three or four tables just inside of his front door 
carrying a large variety of ten cent goods, his 
stock averaging around $200, which he turns 10 
times or better per year. Mr. Young, when a cus- 
tomer stops at these tables, makes no immediate 
effort to wait on her, but stays in the back of the 
store until she has made her selection and then 
steps forward to wrap it up and make change. 
It has been his experience that if he meets the 
customer when she first enters, she will ask for 
the one item she came for, pay for it and go out. 
One the other hand if she is allowed to take her 
time and have no one bother her, she is apt to 
select several items that appeal to her. 








Editor, HARDWARE AGE, 
New York, N. Y. 


Sept. 5, 1925. 


Guess I would be lost without those weekly visits from HARDWARE AGE we have be- 


come accustomed to look forward to. 


(Signed) HARRY HANKINS, JR., 


Harry Hankins Hdw. Co., 
Monticello, Ark. 
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Electrical Goods Prove All-Year Sellers 


GREAT many hardware dealers seem to 
have gained the impression that electrical 
goods and appliances are a rather seasonable 

item selling mainly during hot weather. Perhaps 
fhis conclusion has been reached because a num- 
ber of dealers limit their stocks to the more com- 
mon articles, such as electric sad-irons, curling 
irons, toasters and fans which naturally do have 
their biggest sale during the summer months. 
However, the experience of Wells and Capi- 
thorne, Lake Forest, IIll.. is to the effect that sales 
are not seasonable and the volume of about $5000 
annual business which they do is almost equally 
divided among the 12 months of the year. Of 


course, they do not sell any fans in the winter, : 


but their sales of electric heaters quite balances 
that, together with flash-lights, and most other ar- 
ticles in their stock sell equally well at any season. 

One feature of the store’s electrical business is 
the sale of installation parts such as _ sockets, 
plugs, switches and the like... The stock of these 
items only averages around $400, while the sales 
amount to about $2000 of the total. 

The “department” consists of an 8-foot floor 
case located on the main aisle of the store and 
backed up by a section of drawers containing the 
additional stock. The display in the show case 
is changed frequently, which possibly accounts for 
some of the all the year around business. 








A Job or an Opportunity—W hich? 


Two things come to the hardware salesman as a result of the time he puts in the 
store—Money and opportunity. He gets the money in his pay envelope Saturday nights 


and it is soon spent. 


He gets the opportunity every day and all day; opportunity to 


learn a business. Is your position an opportunity or is it Just a job? 
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Department Store Methods Necessary 
for Modern Store’s Success 


one of the largest retail hardware stores in 

the Northwest. He agreed to the interview 
with the understanding that. no names were to be 
mentioned. The following conversational report 
of this interview, or rather that part of it relating 
to the merchandising of electrical goods by the 
hardware dealer, may be of interest at this time 
to HARDWARE AGE readers, who are planning 
their fall and holiday sales campaigns. 

Q. “Considering the phenomenal development 
of the radio and the large increase in the number 
of special electrical dealers, do you consider that 
electrical goods will continue as a profitable line 
for the hardware merchant?” 

A. “Absolutely. Tl tell you why. In the first 
place the average specialty electrical shop is 
owned and managed by an electrician. As a rule 
he knows his trade, but he doesn’t know how to 
merchandise. He can fix apparatus, but he can’t 
sell it. In the second place the average hardware 
merchant has a better financial standing, and has 
none of the ear marks of the fly-by-nighter that 
many of the specialty storekeepers have. He is 
more dependable. Just at present, with the 
growth of the radio and so forth, people are 
anxious to buy electrical goods, and it doesn’t 
take such a great amount of salesmanship to sell 
this class of merchandise. But before long the 


AST spring we interviewed the manager of 


bigger part of the demand will have been satis- 
fied; then the old law of the survival of the fittest 





will operate, and you'll see a lot of the so-called 
specialists go out of business.” 

Q. “I’ve heard it said by electricians that the 
hardware dealer can’t sell electrical goods because 
he lacks the technical knowledge to make repairs 
and to properly demonstrate the line. What do 
you think ?” 

A. “Nothing to it. Any hardware dealer who 
doesn’t take the trouble to familiarize himself 
with his line and who doesn’t have a good repair 
man in his employ shouldn’t be in business.” * 

Q. “How does the electrical goods line shape up 
with other lines in your own store? Is it a profit- 
able line to handle from the hardware dealer’s 
standpoint ?” 

A. “Absolutely.” 

Q. “Is it the best line in the store?” 

A. “One of the best.” 

Q. “What would you say are the two best lines 
you handle, that is, the fastest sellers and the 
most profitable ?” 

A. “Paint and electrical goods.” 

Q. “How much of an electrical goods stock do 
you carry ?” 

A. “T’d rather not answer.” 

Q. “How many times a year should a store like 
this turn its electrical goods stock?” 

A. “T don’t know as I’d care to answer that.” 

Q. “Why not? No names are going to be men- 
tioned.” 

A. “That’s why nobody would believe it if you 
were to publish our turnover.” 
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Q. “T’ll take the chance if you will. Under the 
circumstances I’ll be the ‘goat,’ as they say, any- 
way.” 

A. “It won’t do any good to publish it.” 

Q. “What harm will it do?” 

A. “Oh, well, I don’t suppose it will hurt any- 
body.” He reached into a drawer of his desk and 
brought out a loose-leaf book. Opening it to the 
figures showing the monthly sales and stock on 
hand in the electrical department for 1924, he 
pointed to the balance, which showed that the 
stock turn was just a fraction under seven times. 

Q. “How do you do it?” 

A. “What do you mean?” 

Q. “What methods do you use? What do you 
attribute as the reason for getting a stock turn 
of seven times a year? Do you hold special sales 
or what?” 

A. “We have a special sale every day.” 

Q. “Every day? How?” 

A. “Well, we have special display tables in the 
center of the electrical department, which, as you 
probably noticed, is near the door. 'These tables 
are never used for anything else but specials. 
We run an ad in the evening newspapers and an- 
nounce the specials we will offer the following day, 
under the headings of electrical goods, housefur- 
nishings, tools and so forth, just as the depart- 
ment stores do. Then everything that is offered 
as a special is priced at odd figures, 39c., 59c. and 
so forth. We do everything that we can to show 
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the public that we sell goods as cheaply as pos- 
sible because of our volume sales and quantity pur- 
chases. And it works. Our ads are watched by 
women customers for bargains just as the de- 
partment store’s ads are watched.” 

Q. “You believe, then, in operating a hardware 
store on the same general principle as a depart- 
ment store?” 

A. “In a large city, yes. In a small town it 
would probably be different. But this is the day 
of specialization and concentration, and the hard- 
ware dealer who doesn’t fall in line with the ten- 
dency of modern business practices will be left 
behind. We have our store all departmentalized. 
Every department head is a specialist. We oper- 
ate on the basis that each department is a unit 
that must pay its way, and we’ve found that the 
electrical and paint departments are the two that 
are paying the biggest dividends. Location has 
a lot to do with a store’s success. We’re in the 
heart of the retail district. We are next door to 
a big department store. We operate just as 
though we were a department store competitor, 
although we don’t sell cloaks and suits. We are 
specialists in hardware, household essentials, 
tools and kindred lines... We have our windows 
dressed every few days just as the department 
store does, and we do business on the same gen- 
eral principles. If we didn’t we would have to go 
out of business. More hardware dealers should 
follow the successful department store methods. 
They’d be better hardware men if they did.” 





Lic-Wid-Les Door Check 


The No Liquid Door Check Co., 16 
East Seventh Avenue, Columbus, Ohio, 


to be in exact proportion to the force 
applied to the door. 





have several new features found in no 
other padlocks of this type. The shackle 
is reversible—proof against being in- 
serted into the case in the wrong end 





nas recently made some changes which 
they consider for the better in the Lic- 
Wid-Les Door Check. It is said to be 
absolutely elemental in the simplicity 
of its principles and construction. The 
same principle of air pressure is ap- 
plied as that used for brakes on -rail- 
way trains, automobiles, street cars, 
elevators, etc. 

At the top of the central chamber a 
durable coil spring supplies the power 
that closes the door, while below an 
expanding friction brake retards the 
spring action so that the door’s closing 
may not be too forcible. The brake con- 
tracts or expands by the action of a 
cam which is controlled by the pistons 
in the two air cylinders to right and 


left. One of the cylinders is a vacuum 
chamber, the other a compression 
chamber. By opposing the action of 


these a steadier pressure is said to be 
obtained. 

As the door opens the valves in the 
cylinders open likewise and the pistons 
move without pressure. Closing the 
door reverses the action. The cylinder 
valves close and cause air pressure on 
the pistons. The pressure is in pro- 
portion to the speed of the door and is 
mechanically transmitted through the 
piston rods and cam to the expanding 
friction brake. The friction or check- 
ing effect produced is said, therefore, 








New Yale Adjustable Shackle 
Padlocks 


The Yale & Towne Mfg. Co. has re- 
cently introduced two new Yale Ad- 
justable Shackle Padlocks, No. 1375 
with Offset Shackle and No. 2375 with 
Straight Shackle. 

These adjustable shackle padlocks 








of the case. Whatever way the shackle 
enters the case, from above or below, 
or reversed, that way is always right. 
The shackle is made of hardened steel 
and positive locking on both sides, with 
deep notches. 

The keyhole is conveniently located 
on the front of the case, where it is 
always accessible, and not in the end 
of the case where it might prove inac- 
cessible when the shackle is pushed 
down the full depth. 

No. 1375, with offset shackle, is de- 
signed to fit all standard spare tire 
carriers. The adjustable shackle fits 
snugly around anything it grips. 

No. 2375, with straight shackle, is 
a many purpose lock for bicycles, 
duffel bags, laundry bags, sea bags 
and a host of other uses. 

To assist the dealer in displaying 
Yale Ratchet Shackle Padlocks, the 
manufacturer has prepared a_ beauti- 
ful counter display, lithographed in 
colors and mounting 6 No. 1375 and 
4 No. 2375 Adjustable Shackle Pad- 
locks. These counter displays are fur- 
nished free to the dealers when or- 
dered with a stock of padlocks, the 
only charge being for the padlocks 
mounted on the display and the addi- 
tional stock. 
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“Heat and Serve!” 


By Saunders Norvell 


HAVE just taken a flying trip by train to 

Indianapolis. The government (Mr. Hoover’s 

department) tells us that the cost of distribu- 
tion must be cut down. I noticed it cost me about 
50 per cent more for railroad fare and sleeper 
to get to Indianapolis than before the war. The 
government authorized these advances. The New 
York, New Haven & Hartford Railroad have 
just advanced their passenger rates from subur- 
ban towns into New York City 40 per cent. The 
poor, suffering railroads! How we weep for 
them! Two days in advance I could get only an 
“upper.” When I arrived at the station, I met 
Carl Langenberg from St. Louis and he did not 
have a berth of any kind. He was begging the 
Pullman conductor for the love of Mike to give 
him a place to sleep. Carl and I believe in co- 
operation, also in consolidation. We combined 
forces and got a compartment. 

* ~ * 

There is only one time when I hate my fellow 
American citizens and ¢hat is before breakfast 
when we are all dressing in the toilet room of a 
Pullman. Did you ever watch a bunch of 100 
per cent Americans shaving in the morning when 
another bunch of 100 per cent Americans stood 
by and waited for an opportunity to do a little 
washing before the ‘train arrived at its destina- 
tion? 

* * ” 

The Pullman company must employ efficiency 
engineers. They now have a slot over the wash 
basin in which you can drop used razor blades. 
They have also cut the width of the seats in the 
toilet room in half so they are uncomfortable to 
sit on. The hint is to wash and get out. This 
shuts out that peculiar individual who gets up 
at daybreak, eats his breakfast and then goes 
to the toilet room to smoke and exchange morn- 
ing greetings with the everyday shavers. How I 
detest a man who wants to tell a funny story 
before breakfast! 

a ca a» 

Then the top of the only seat in the toilet room 
is now swung on a hinge so it falls down and you 
have a nice shelf on which to place your shaving 
outfit. Great idea! Nevertheless and notwith- 
standing, there was one man on the train who 
sat on the narrow bench with his head under this 
shelf. He was smoking a rank cigar. He had a 
kind word and a smile for everybody. I put this 
man down for a real optimist. He would make 
a wonderful town booster. He was the superlative 
Mr. Babbitt. 

It was glorious corn growing weather—100 
deg. in the shade. Somebody once told me that 
corn only grew at night and that hot nights were 
the real thing for corn. They are surely going 
to have a corn crop this year. Take a tip from 
me—go short on November corn. Carl] Langen- 


£ 


berg, who is in the grain business and who is a 

good guesser, told me that November corn was 

a sure thing. Carl also said that these low priced 

good oil stocks should not be overlooked. Some 

day “they” will get tired of cutting the price of 

gasoline-—then watch! 
* * *” 

We had quite a discussion about the Florida 
real estate boom. “Isn’t it funny,” said Carl, 
“how the dear people will rush in and buy at the 
top of the market? Florida is a fine state for 
minnows. It has more coast line than any other 
state in this country. When this boom in Florida 
blows up, it will be like an earthquake, the tremors 
of which will be felt all over the nation.” I found 
a lot of people in Indianapolis with mortgages 
on their own homes buying Florida real estate. 
The Southern Railway are putting on special 
trains to take Hoosiers to Florida in the summer 
time! Buy in the summer before the winter 
boom starts! Ho, hum, ho, hum! 

* 


This article, however, is not about Florida. 
It is about light housekeeping—just “heat and 
serve.” That is what the boys are getting now— 
canned stuff. 

* * * 

My room at the Hotel Claypool had one window. 
I lighted a cigar and puffed out a lot of smoke to 
see what was happening to the air. The smoke 
did not move. It stayed right in the air where I 
puffed it. The room was like a bottle and the one 
window was like the neck of the bottle. In this 
window there was a screen. I tried to puff the 
smoke through the screen, but it simply traveled 
up and down the screen on the inside. This re- 
minded me of Faraday’s discovery that a flame 
will not go through wire mesh; hence, the mining 
lamp. Was it Faraday or somebody else? It is 
too hot to think any more about it. 

ok K K 

While I sat in my own smoke, the telephone 
rang. I could not catch the name. I said, “Come 
up.” There was a tap on the door. It was my 
old friend, Cassius M. Curry. I had not seen him 
since he bought hardware from Frank Baldwin 
at Greenfield, Ind. Cassius looked fine—just as 
young as ever. He was dressed in a Palm Beach 
suit. Well, well, it was great to meet the old 
scout again. Time had treated him gently. Some 
of the old-timers I meet look a good deal the 
worse for wear—not so Cassius. 

No, he was not in the hardware business any 
more. He was running a commercial employment 
agency. 

“Well, that is interesting. You can tell me a 
whole lot about people getting jobs. Nothing is 
more interesting than that. Have a cigar.” 

“No. thanks. Do you remember, I never have 
smoked.” 
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“Take a chair. Put your feet up on that other 
one. Be comfortable.” 

“Dear old Frank is gone. Do you remember 
the time I came over to St. Louis with him? We 
certainly did have some celebration. Frank was 
one of the best ever. He sold me $3,500 that trip. 
Those were the days! 

“Yes, the employment business is mighty in- 
teresting. You see, we only secure commercial 
jobs. We do not do anything in the domestic line. 
During and since the war, there have been great 
changes in employment. While the boys were 
away during the war, the girls were hired to take 
their jobs. It was surprising how well they 
handled their positions. In the old days, no 
family in comfortable circumstances would think 
of having their girls go out to work in commercial 
offices. That lasted right up to the War, but since 
the War, a whole lot of girls in families in very 
easy circumstances go out to work because they 
would rather be in offices than be at home. Com- 
mercial work is more interesting than making 
up beds, sweeping, cooking or putting up pre- 
serves. Besides that, when a girl stays home, 
she has mighty little pocket money. Father is 
sometimes rather ‘near.’ When she works, she 
usually goes 50-50 with her mother on board. 
In other words, she gets about half of her wages 
for herself. She has more money to spend than 
she ever had before in her life. She earns this 
money herself and therefore she has a right to 
spend it as she pleases. Now, when there are 
families with four or five girls where the father 
has a good income and all the girls go out to work, 
it brings in a lot of cash.to that family—a lot 
more cash than they had in the old days when I 
was in the hardware business in Greenfield. 

“The cause of a lot of this freak buying is the 
fact that the women have so much cash to spend. 
The sales of chewing gum last year were more than 

$100,000,000. 

The sales of cosmetics and perfumes were $63,000,000. 

The sales of scented toilet soaus were $145,000,000. 

The sales of hair nets were $150,000,000—etc. 

“So you see women in business everywhere. 
They are in the banks, in the department stores, 
in all kinds of stores, in offices. They run eleva- 
tors. Look at the Statler Hotels. They have girls 
in all of their elevators and the fellow who picks 
these girls usually picks young and pretty ones. 
I have known salesmen at the Statler Hotel in St. 
Louis when they felt lonesome to just run up and 
down in the elevators simply for the company 
of the good-looking elevator girls! No, they never 
spoke to them. They were afraid to do that, but 
it was nice to go up and down with the pretty 
girls.” 

Cassius as he talked was as serious as a judge. 

“You know, this thing of all women going to 
work has had a very serious effect on the college 
boys. Over at my place, I have about 25 high 
school graduates and college boys on my list and 
I can not get them a single job. These high 
collar, easy hour jobs for intellectual young men 
are mighty hard to get. It is sure hard to place 
these boys. Of course, if they were mechanics, 
bricklayers or carpenters, or if they would swing 


a pick or use a shovel, I might do something for 
them, but they are too athletic for this kind of 
work! 

“On the other hand, I can place a bright girl in 
a job any time in just 30 minutes. I have a bigger 
call for certain kinds of girls than I can fill. For 
instance, there is a big demand for small office 
telephone operators. For a job like this, you see, 
they want a girl who will not only answer the 
telephone but. who can do some typewriting. They 
also want a girl who can add a column of figures 
while she is waiting for the telephone to ring. 
Then these telephone girls also take a hand in 
filing papers. I could place a dozen of these girls 
right now if I could get them.” 

“Well, Cassius, it would seem that you are over- 
stocked right now on college men, but you are 
short of telephone operators. Well, well, dealing 
in human beings after all is just like dealing in 
goods. I suppose you have ‘turn over’ in the em- 
ployment business, exactly as we have turn over 
of merchandise.” 

“Certainly. “Turn over’ is one of the distress- 
ing signs of the times. We get girls and boys 
jobs, but they never stick. They are always com- 
ing back here to get new jobs. Their bosses do 
not suit them. You know, we even have had to 
make up.a black list of some of these employees 
who will not stick. We simply decline to do busi- 
ness with them. If we kept on getting them jobs 
and they kept on quitting, after a while it would 
reflect upon the honor and integrity of our 
employment agency. They would think we were 
just putting them in and pulling them out in 
order to get the employment commission. Curious, 
too, because they have to pay this commission— 
but it is a regular disease with them to want to 
change. They are looking for the perfect job 
with a perfect boss and you know, jobs and bosses 
of that kind are rather difficult to get.”’ 

“Well, do these girls ever marry ?” 

“Certainly they marry. Some mornings they 
just turn up married. Then they go around, 
shake hands with all the other employees and 
settle down to married life.” 

“What kind of wives do they make?” 

“Well, I don’t care to be quoted, but, of course, 
in these days, you know there are Van Camp’s 
beans and Campbell soups and Del Monte pine- 
apples and all you must do is heat ‘and serve. That 
is sure what a good many of the boys get who 
marry the girl who has been trained in mass pro- 
duction and mass distribution.” 

“You know, Cassius, this conversation of yours 
opens a whole vista of fundamental changes that 
may be taking place in society, especially in our 
large cities. After a girl has worked in an office, 
is she happy to settle down at home?” 

“Well, not always. I would not say just what 
the percentage is that can not settle down to the 
domestic life, but I know a good many of them, 
after being married, say, three months, come back 
here and want to get another job. 

“ “What about the husband?’ we ask her. ‘Oh, 
he’s all right. I still have him, mnadlh bi is pretty 





(Continued on page 92) 
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\ \ 7HEN you go into the hardware store where 
George Martin works, George is always 
there on the job and his pleasant counte- 
nance and his agreeable manner make you feel 
welcome. But suppose you telephone to that store 
and the same George answers the telephone. His 
voice casts an immediate gloom over you because 
it has just about the joyful tone of an undertaker 
inviting you in to view the remains. George’s tel- 
ephone voice is a joy-killer, while his voice in face 
to face conversation has no such influence. I fig- 
ured on that a little and I found that George 
doesn’t change his voice when telephoning. It is 
only that he can’t send his smile and his manner 
over the wire. He does not realize that and try to 
put cheerfulness into his voice. 
* * * 


No time is wasted that is spent in studying and 
practising good salesmanship, because salesman- 
ship is nothing more nor less than making the 
other fellow see your proposition the way you see 
it. Even though you do not remain in the hard- 
ware selling game, you are going to need sales- 


manship. 
om 7 ok 


I stood for an hour in a hardware store and I 
heard a salesman ask every woman he waited on, 
while he was wrapping up her purchase, “Have 
you a good sharp kitchen knife?” Nearly half of 
those women walked out with a new knife, glad 
that they had been reminded of what is pretty 
nearly a chronic need. 

~ * * 

The boss had been away on a vacation. When 
he came back he started in enthusiastically to de- 
scribe to a salesman a plan he had seen being used 


' 
7 





“Something?” 

“Anything today?” 

“Is there something?” 

“Was there anything?” 

Wise cracks? No; specimens of sales- 
manship as found on entering some 
hardware stores where the easy way 
takes the place of the intelligent way. 


by a hardware man in another city to increase 
pocket-knife sales. 

“Yes, that’s a good scheme,” said the employee. 
“In the place where I worked before I came here, 
they did that and it went fine.” 

“And when you heard me wishing I knew how 
to make pocket-knives sell better, you didn’t say 
a word. You’re fired,” declared the boss. “I don’t 
like the sort of man who isn’t any more interested 
in the business than that.” 


* * * 


Admiral Farragut said something that would 
make a fine text for a sermon to hardware sales- 
men. It was about like this: “Success is the only 
thing listened to in this war. Any man who pre- 
pares for defeat will be defeated before he be- 
gins.” 

One of the best opportunities the salesman has 
for developing good will for the store is when 
customers come to complain and to kick and to 
find fault. A disgruntled customer made over into 
a satisfied customer is one of the best advertise- 
ments for a store. 

I went into a store “red-headed,” prepared to 
give them a terrible bawling out because of a pur- 
chase that had gone wrong. I’ll be doggoned if I 
didn’t come away with a smile on my face and 
another purchase under my arm, just because the 
salesman knew how to handle complaints. He 
didn’t get excited. He didn’t try to tell me any- 
thing until he had let me tell him. He gave me a 
chance to talk all I wanted to, and the result was 
that I talked more than I intended and began to 
feel that I was overdoing it. Then came apologies 
and explanations and an obvious willingness to 
come more than half way. 
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Twelve Foot Wide Store Sells 
$20,000 in Paint 


HARDWARE store which carries a side 

line of paint is not at all unusual but a 

store where paint is more than an equal 
partner with general hardware is not quite so 
common. C. W. Stark, doing business as the 
Theo. Jensen Hardware and Paint Co., 6309 
North Clark Street, Chicago, conducts such a 
store and it is a good example of the possibilities 
of paint sales. 

The business was originally started as a paint 
store and about a year ago when the present 
owner took charge, hardware was added. The 
stock is divided into about $5,000 worth paint 
and $3,000 worth of general hardware items 
while the sales of the former will run about 65 
per cent of the total. 

The store itself is exceptionally small, being 
only 12 feet wide and 60 feet long and the entire 
left side is given over to the paints, varnishes 
and painting accessories. The sales volume of 
this department runs from $15,000 to $20,000 
a year and while Mr. Stark does some paint con- 
tract work, 75 per cent of his paint sales are 
made over the counter to home owners. 

“Information sells the paint” is the way Mr. 
Stark sums up his ability to maintain this rather 
large volume of sales in his little neighborhood 
store. When a customer inquires for a certain 
item, he is immediately asked as to where and 
what he intends to paint and the sales effort is 


directed entirely toward supplying him with the 
materials necessary for the best possible job. 
Everything is carefully explained to him. Asa 
result of the advice, which the customers have 
learned to know is good, many “companion” sales 
are easily made. A man may come in with the 
idea that all he needs is a small can of varnish 
but in order to do the work he wants, he buys, 
on Mr. Stark’s recommendation, sandpaper, 
steel wool, brushes and other accessories. 

In order to cater to the many diversified needs 
of his customers, Mr. Stark finds it necessary to 
carry a larger stock than most hardware men 
think expedient. For example, he carries three 
distinct grades of outside paints; his color cards 
contain 26 colors and he also handles 22 grades 
(not makes) of varnish. 

One feature of his business which is rather 
unusual is the large amount of high test naphtha 
which he sells for home “dry-cleaning” purposes. 
One of the drawbacks to this business was the 
fact that the customers never had a container 
for the naphtha and if one were loaned to them, 
it seldom came back. Consequently Mr. Stark 
hit upon the plan of buying a quantity of gallon 
tin cans at a cost of 18 cents each, painting them 
red to conform with the law, and getting a 25- 
cent deposit on the can when the customer re- 
quires one. 
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House Committee Has Tentative 
Schedule for Tax Hearings 


All Provisions of 1924 Tax Reduction Law Will Be Discussed—Assistant Attorney 
General Warns Trade Associations 


By W. L. Crounse 


WASHINGTON, Sept. 14, 1925. 


schedule of the tax reduction hearings which are to begin Oct. 


[sa Ways and Means Committee has prepared a tentative 


19. The schedule is subject to revision by Chairman Green 
and certain of the dates may be changed, but it is believed that the 
general order indicated will be followed, although some subjects 
may require more time than has been assigned to them. The sched- 


ule is as follows: 


Oct. 19 and 20. Officials of the Treasury and other departments. 
21. Income tax, including surtaxes. 
22. Transportation, insurance, etc. 


23. Estate tax. 


24. Tax on cigars, tobacco and manufactures thereof and on ad- 


missions and dues. 


26. Excise taxes, including automobiles, etc. 
27. Special taxes, including taxes on capital stock, occupations, 


etc. 
28. Stamp taxes. 


Hearings May Be Extended 


It will be noted that the tentative 
schedule covers but nine days. It is 
probable, however, that it will be ex- 
tended to at least two full weeks and 
possibly beyond that period. Congress 
will not convene until December; hence 
it is apparent that even should the 


hear‘ngs be prolonged for a week be- | 


yond the above schedule they would 
still be concluded in time for the com- 
mittee to devote a full month to the 
formulation of the proposed tax re- 
duction measure. 

The first two days of the hearings 
are to be given up chiefly to the tes- 
timony of Treasury officials, beginning 


with Secretary Mellon. It will not be | 


the policy of the administration to pre- 


sent a hard-and-fast program of tax | 


reduction and in appearing before the 
committee at the beginning of the com- 
ing hearings the Secretary and his as- 
sistants will seek merely to give the 
committee such information as may be 
called for by Chairman Green and his 
associates. 

It is more than likely, however, that 
the examination of Secretary Mellon 
and his experts will develop pretty 
completely the kind of tax reduction 
bill the Treasury Department would 
present if requested to do so. The 
Secretary is anxious, however, to avoid 
being put in the position of dictating 
to the committee either as to the taxes 
that should be reduced or the amount 
of the reductions. 


Drive to Cut Income Taxes 


The hearings on income taxes and 
surtaxes will be participated in by a 





number of well-known bankers and 
economists who have already indicated 
a desire to address the committee. 
Almost without exception these wit- 





nesses will suggest substantial reduc- 
tions in both income and surtaxes. 

The present maximum normal tax of 
'6 per cent will in all probability be 
reduced to 5 per cent, but there will 
be advocates of a maximum rate of 
4 per cent. Certain increased exemp- 
tions will also be suggested in this 
connection. 

Witnesses will appear on both sides 
of the question of making a drastic 
cut in surtaxes. The majority will 
favor slashing heavily the _ present 
maximum rate of 40 per cent and it 
is believed the consensus of opinion 
will tend toward a maximum not in 





excess of 20 per cent. 

A few witnesses will suggest a maxi- 
-mum of 15 per cent and in support of 
this rate the committee will have be- 
fore it certain data compiled by Treas- 
ury experts from 1924 returns indi- 
| cating that the scientific revenue point 
for the maximum surtax may be as low 
as 12 per cent. There will be a con- 
_siderable body of testimony favorable 
to a combined normal and surtax rate 
not in excess of 20 per cent. 


i 
} 


| Pressure to Reduce Corporate Income 
Taxes 


The discussion of the taxation of in- 
'surance companies will bring to Wash- 
| ington a number of experts who will 
_propose substantially lower rates. Cor- 
| porate income taxes may be discussed 
_in this same connection and a strong 
_movement is on foot to cut the present 





12% per cent rate to a flat 10 per cent. 
The committee is not likely to counte- 
nance any suggestion looking to the 
graduation of the tax on corporations. 

One of the most interesting features 
of the hearings will be the debate on 
the estate tax provisions of the Act 
of 1924. There is strong sentiment in 
favor of the absolute repeal of these 
taxes on the ground that the taxing of 
inheritances is a peculiarly appropriate 
function of the States and that this 
revenue field ought not be invaded by 
the Federal Government. 

Many illustrations have been pre- 
sented, both during the debate on the 
Act of 1924 and in communications to 
the Treasury Department, showing 
that the assessment of Federal estate 
taxes and State inheritance levies have 
operated in numerous instances to con- 
fiscate entire estates of substantial 
proportions. Secretary Mellon is under- 
stood to favor reducing estate taxes, 
but both he and President Coolidge are 
reported as opposed to their repeal 
at this time. 


Compromise Estate Tax Suggested 


There is now some talk of a com- 
promise provision based on approxi- 
mately 50 per cent of the present sched- 
ule. This proposition is predicated on 
the desirability of retaining this source 
of revenue in part, but with the under- 
standing that if the States continue to 
increase inheritance taxes the Federal 
Government will ultimately abandon 
the field entirely. 

A strong effort will be made by the 
cigar manufacturers to secure a re- 
duction in the tax on their products 
which now averages 100 per cent more 
than before the war, no relief having 
been granted this industry in any pre- 
vious tax reduction bill. Cigarettes 
have made tremendous inroads upon 
cigar production and the present high 
graduated tax on cigars, which penal- 
izes quality, is claimed to be one of 
the chief reasons for the falling off 
in consumption. 

The taxes on admissions and dues 
are naturally regarded by theater and 
club managers as in the nature of 
nuisance taxes. They were reduced 
about 50 per cent by the Act of 1924, 
but a concerted movement is now on 
foot, especially in the amusement in- 
dustry, to eliminate these taxes alto- 
gether. 


Many Want Nuisance Taxes Repealed 


The discussion of excise taxes will 


bring to Washington a large number 
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of business men representing a num- 
ber of important industries, producers 
of automobiles and accessories leading 
the van. All the excise imposts are 
grouped under the head of nuisance 
taxes. 

While the taxes on automobiles, parts 
and accessories were reduced by the 
Act of 1924, trucks, etc., still pay a 
tax of 3 per cent while pleasure vehi- 
cles and motorcycles pay 5 per cent; 
tires, tubes, etc., being subjected to a 
rate of 2% per cent. Every effort will 
be made to have these taxes entirely 
wiped out. 

A strong fight was made in connec- 
tion with the passage of the Act of 
1924 to strike off the war tax of 10 
per cent on cameras, but the movement 
was unsuccessful. Manufacturers in 
this industry are combining for a hard 
drive to repeal all of this tax as well 
as the 5 per cent tax on photographic 
films and plates. 

Congress refused to repeal the 10 
per cent tax on firearms, shells and 
cartridges when the Act of 1924 was 
pending and there are a good many 
members of both houses who will op- 
pose repeal at this time. Much pres- 
sure will be brought to bear upon the 
Ways and Means Committee, however, 
to strike off this tax on the ground that 
it constitutes a heavy burden upon a 
large class of men who follow hunting 
for a living or who engage in it from 
time to time as a health-giving sport. 


These Taxes May Go, Too 


A 10 per cent tax on cigar and cigar- 
ette holders and pipes, the 5 per cent 
tax on coin operated devices and the 
10 per cent tax on mah-jongg sets will 
probably be repealed if the committee 
decides to wipe out all the nuisance 
taxes. Unless a clean sweep of this 
class of imposts is made, however, these 
particular taxes are likely to be 
retained. 

Bankers, brokers and business men 
generally will urge the repeal of the 
stamp taxes, especially those levied on 
transfers of securities. There will be 
some opposition in Congress to repeal- 
ing these taxes, some of which are re- 
garded as proper features to be re- 
tained in the general program of tax- 
ation until the war burden has been 
greatly lightened by the repayment of 
loans made by the United States to 
European nations during the war. 

Congressional prophets who have 
been predicting the passage of a tax 
reduction bill before the holiday recess 
are now disposed to hedge. The di- 





'and their limitations. 
those decisions emphasize also that the 
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versity of interests that will insist 
upon being heard will make it very 
difficult even for the House of Repre- 
sentatives to pass a reduction bill be- 
fore December 20, the date upon which 
the holiday recess is usually taken. 


Will Not Invoke Gag Rule 


While efforts will be made to per- 
fect the bill before Congress meets the 
leaders do not wish to invoke a gag 
rule to put the measure through the 
House; hence they are likely to allow 
several days debate which will mean 
that much pressure will have to be 
exerted to bring the measure to a vote 
during the fourteen days that will 
elapse after Congress convenes and be- 
fore the recess. 

While the Finance Committee will 
begin work on the bill as soon as it 
is introduced in the House and will 
follow closely the developments in the 
Ways and Means Committee it is the 
best opinion here that hearings will be 
granted by the Senate Committee ex- 
tending for ten days or two weeks. 
Allowing another fortnight for the for- 
mulation of the bill in committee and 
an equal length of time for its dis- 
cussion on the floor it seems probable 
that final vote on the measure will not 
be reached before February 15. 

The Treasury officials, however, will 
be well satisfied if the bill becomes a 
law a fortnight or more before the re- 
turns of 1925 incomes are required to 
be made on March 15 when the first 
payment is also due. 


Warning to Trade 


Associations 


SSISTANT Attorney General 
William J. Donovan, familiarly 
known as “Wild Bill” because of 

his exploits during the World War, 
has issued a very pointed warning to 
the executives of trade associations. 
In a carefully prepared address de- 
livered before the Association of States’ 
Attorneys General, held at Detroit dur- 
ing the past week, Mr. Donovan de- 
clared that the Department of Justice 
had reached the end of its policy of 
waiting and that trade associations 
“could no longer plead ignorance of 


the provisions of the anti-trust laws.” | 
/market information 
| farm products, to the educational value 
'of radio, and to its entertainment fea- 
| tures. 


“The plea of uncertainty can no 
longer be taken advantage of by the 
trade associations,” he said. “De- 
cisions by the Supreme Court have 
laid down their rights, their privileges 
Properly read, 
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misuse of information to effectuate con- 
tracts, agreements or understandings, 
or any concerted action through com- 
binations which has the necessary ten- 
dency to destroy competition through 
price fixing, restriction of production 
or other similar results, is unlawful. 
“The course has been charted. De- 
viations from the course must meet the 
natural consequences following upon 
conscious violation of the law.” 


Must Not Abuse “New Freedom” 


Mr. Donovan declared the trade as- 
sociations had important work to do 
in the upbuilding of industry, in the 
standardization of production and in 
a general constructive effort, but he 
warned against pitfalls into which “the 
new freedom” granted by a definite 
construction of the law might lead. 

“‘Those interested in the development 
of trade associations,” he continued, 
“must be alert to see that association 
members in enjoying their new freedom 
do not look upon that freedom as a 
license to indulge in the evils at which 
the law was aimed. In particular, 
there must be an avoidance of implied 
agreements or understandings as_ to 
prices and production such as char- 
acterized the so-called ‘Gary dinners.’ ” 

Suggesting that certain privileges 
accorded trade associations in the 
court decisions left openings for meet- 
ings of trade association bodies for 
discussion of information and _ statis- 
tics, the speaker added that that privi- 
lege was “particularly susceptible of 
abuse.” He thought it was well to 
apprise the organizations that the de- 
partment was watching such possible 
abuses closely and was ready to act 
promptly. 


Radio on the Farm 


ORE than 550,000 farms in the 
M United States are now equipped 

with radio, the Department of 
Agriculture estimates, following a 
nation-wide survey through county 
agricultural agents. A similar survey 
last year showed 365,000 farms on 
which there were radio sets, and in 
1923 only 145,000 farms. 

This rapid increase in the use of 
radio by farmers is*due, department of- 
ficials declare, to the need for prompt 
in merchandising 


Many county agents reported 
that farmers have installed radio sets 
primarily to receive weather and mar- 


ket reports. 


Electric Sign Advertising Helps Sales 


of the product. 


from this form of sign advertising is, of course, 
the natural increase of trade and profit from new 
customers who come in to buy the well-known 
article. The combined influence of the merchant’s 
local and the manufacturer’s national prestige, 
broadeast by a quality sign, is a real business- 


building force. 


It is almost universally recognized by mer- | 


The greatest benefit to the dealer | 


(Continued from page 53) 





chants that quality sign advertising pays. 
many procrastinate in purchasing a sign because 
of the investment required. 
should consider the fact that the rent they pay is 
based upon the traffic value of their location and 
according to the number of feet store-frontage, 
and help to make their place attractive enough 
to draw traffic and business their way. 


Sut 


merchants 


These 
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CURRENT NEWS 





Suggested Consolidation Outlined to Munro Now Vice-President of 


Stockholders of Keystone and 
Kokomo Steel and Wire 
Companies 


TOCKHOLDERS of the Keystone Steel & Wire Co., Peoria, | 
~ Ill., have received a complete outline of the proposed merger 
of that company with the Kokomo Steel & Wire Co., Kokomo, 

Ind. The outline has been distributed over the signature of B. L. | 
Sommer, president, treasurer and general manager. | 


The consolidation is favored by this 
official and has also received the in- 
dorsement of the following directors: 
W. H. Sommer, Hiram E. Todd, Charles 
Duisdieker, H. G. Kuck, J. T. Neilson, 
G. T. Carso and John Summer, who 
have recommended that all stockhold- 
ers concur with the proposal. At press 
time the suggested merger was still in 
the status of a suggestion. 

In event the plans of the directors 
are approved, the new _ consolidated 


Fire Prevention Week Will 
Be Observed Oct. 4 to 10 


T. Alfred Fleming, chairman of the 


committee of the National Fire Protec- | 
tion Association on Fire Prevention | 
Week, announces that this year’s obser- | 


vation will be Oct. 4 to 10. In his 
first statement Mr. Fleming has laid 
great stress on the valued cooperation 
ofthe National Clean Up and Paint Up 
sureau, and announces that he has 





literature on the subject of fire preven- | 
tion that may be obtained by writing | 


the executive office of the National Fire 
Protection Association, Central Ave- 
nue, Boston, Mass. 


— eee 





_Jetin and news letter. 


Nutmeggers Beefsteak Party 


Was Held Sept. 9 


The first fall meeting of the Nutmeg- 
gers was celebrated with a beefsteak 


dinner on Sept. 9 at the Hotel Burritt, | 


New Britain, Conn. Ed Swift of the | 
Nutmeggers, who was the first presi- | 
dent, of the Farm Implement Dealers | 
Association, offered his observations | 


made in the past 38 years as a farm 
implement salesman. 

The membership voted to conduct a 
big stag dinner on the night prior to 
the annual convention of the Connec- 
ticut Hardware Association. 
also decided to have Nutmegger mem- 
bers as speakers for this occasion. J. T. 
McCulloch of Robeson-Rochester Co., 
Rochester, N. Y., will be the members’ 
speaker for this event. 


‘Household Brush Division, 
the Osborn Mfg. Co. 


Franklin G. Smith, president and 
general manager of The Osborn Manu- 
facturing Company, Cleveland, Ohio, 
has announced the appointment of 
Walter J. Munro as vice-president of 
Household Brush Division. 





company will be known as the Key- | 
stone-Kokomo Steel & Wire Co., and | 
headquarters will be at Peoria. All of 
the present directors of the Keystone 
company will remain on the new board 
while John E. Fredrick, general mana- 
ger of the Kokomo company, is the 
only executive of that company who 
will be associated in the management 
of the combined organization. The 
plans provide for an equal distribution 
of the stock among stockholders. 





Walter J. Munro 


HARDWARE AGE was thanked for its 
cooperation and assistance in various 
activities of the Nutmeggers. 


The Household Brush Division is the 
branch of the business in which the 
company manufactures and distributes 
the Blue Handle Household and Per- 
sonal Use Brush line. ——— 
T . Prior to his association wit e Os- 
N. Y. Convention at Roches- born Manufacturing Company, Mr. 


Munro was in charge of the Cleveland 
ter, Feb. 9 to 12, 1926 office of MacManus Incorporated, ad- 
The 1926 convention and exposition 


vertising agency of Detroit. 
of the New York State Retail Hard- 
ware Association will be held Feb. 9 to Hardware Golf Tournament 


Feb. 12, 1926, in Rochester, N. Y. : : 
First Week in October 


Headquarters and sessions will be held 
at the Hotel S > th iti = 
; ilps pry Ag, nercemen The Hardware Club Golf Association, 
composed of the golfing members of 


will be conducted at the State Armory 

n Main Street East. Thi n e- : 

” — —s oo oly sets the Hardware Club of New York City, 
will hold its annual fall tournament 


ment was made recently by Secretary 
the first week in October. The match 


John B. Foley, in the Association bul- 
will take place at some Westchester 


Club links. The location will be an- 
nounced later. 


Special Train from Chicago Black & Decker Reduces 


, Rade 
for Atlantic City Convention | Prices on Two Numbers 

Announcement has just been made! The Black & Decker Manufacturing 
by the Pennsylvania Railroad that it | Company of Towson, Md., has _an- 


will run a special train from Chicago | nounced a price reduction on the Black 
for the convenience of those attending | & Decker Numbers 8 and 81 portable 


—_———.--- -—--—— 





























the National Hardware Association | electric drills. 


It was | 


— 


and the American Hardware Manufac- | The No. 8 drill which previously 
turers’ Association conventions at At- | listed at $205 for 110 volts and $200 
lantic City the third week of October. _for 220 or 250 volts, has been reduced 
The train will leave from the Union | to $175 for any voltage. The No. 81 
Station, Chicago, at 1 p- m. Sunday | has likewise been reduced so that the 
the 18th, and will arrive in Atlantic | price for any voltage is now $195. A 
City at 9 o’clock the following morn- | reversing switch for either of the 
ing, making only seven intermediate above units is furnished at an ad- 
stops. _ ditional cost of $20. 
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OF THE TRADE 








George N. Allen Joins 
Wickwire-Spencer Steel Corp. 


George N. Allen has joined the sales 
staff of the Hardware Products Di- 
vision, Wickwire-Spencer Steel Corpo- 
ration, 41 East 42nd Street, New York 
City. For the past five years he has 
been assistant manager of sales for 


i . 
os 





George N. Allen 


J. Wiss & Sons Co., and Kraeuter & 
Co., both of Newark, N. J. Prior to 
that connection Mr. Allen was with 
the Carborundum Co., Niagara Falls, 
N. Y., and during the last six years of 
his connection with the latter company 
he was sales manager of the hardware 
department. 

Mr. Allen is a familiar figure at the 
various state and national hardware 
conventions. 


Thomas H. Russell Dead 


Thomas H. Russell, 
and director of the American Fork & 
Hoe Co., Cleveland, since its organiza- 
tion in 1902, died Sept. 9 at the Akron 
City Hospital, Akron, Ohio, following 
an operation. He was born in Jack- 
son, Mich., and was first associated 
with the Withington & Cooley Mfg. 
Co., Jackson, maker of farming and 
garden tools, and became an official of 
that company. In 1902 he became vice- 
president of the American Fork & Hoe 
Co. and manager of the Geneva, Ohio, 
plant. He retired from active duties 
because of ill health in 1918 and since 
then has lived in Cleveland. He was 70 
years of age. 








Nicholas Hardware Buys Hall 


Hardware Store 


Nicholas Hardware Co., Oak Park, 
Ill., has recently purchased the store 
formerly operated by the Hall Hard- 
ware Co. of the same city. New fix- 
tures and other changes are expected 
under the new control. 


vice president | 








Brooklyn Dealers Plan Shore Dinner 
—Fall Program Gets Under Way 


ciation have decided to hold a shore dinner the latter part 


My eistion of the Brooklyn Retail Hardware Dealers’ Asso- 


of September, probably at Sheepshead Bay. The suggestion 
came from H. A. Cornell, who as chairman of the entertainment 


committee will have full responsibility for the event. 


This sug- 


gestion was accepted at the first fall meeting held at the association’s 
meeting room in the Johnstown Bldg., in Brooklyn, Thursday, 


Sept. 10. 


President A. H. Grafenstadt presided. 
Secretary Robt. Pearsall read the min- 
utes and various communications and 
made the suggestion that the organiza- 
tion print up its membership roster 
and aims and ideals. There were 
thirty-five members present, in spite 
of the oppressive heat. 

Mr. Cornell led the question box 
discussion. Eddie Daly passed around 
the cigars. R. J. Atkinson helped 





answer some of the queries. Presi- 
dent Grafenstadt warned the members 
against a stranger who attempted to 
obtain from him more than $125 worth 
of hardware and $25 in cash for an 
alleged certified check of $150 drawn 
against some California bank. 

Reports on current business were 
not very encouraging on the whole, 
but predictions for the fall were quite 
optimistic. 





Silas J. Llewellyn Dead: 


Silas J. Llewellyn, president of the 
Interstate Iron & Steel Co. and the 
Chicago Malleable Casting Co., Chi- 
cago, died at his home in Evanston, 
Ill., Sept. 3, after having been in ill 
health for several months. His passing 
brought to a close an unusually long 
career devoted exclusively to the iron 
and steel business and closely parallel- 
ing the rapid growth of the industry 
in the Chicago district. Nearly 65 
years of age at the time of his demise, 
Mr. Llewellyn had spent 46 years in 





Silas J. Llewellyn 


the iron and steel trade, a record which 
is believed to exceed that of any other 
steel company executive in the West. 
When as a young man of 19 he en- 
tered the employ of the North Chi- 
cago Rolling Mill Co. plant at Milwau- 





Was Prominent Steel Man 


kee, the present Bay View works of 
the Illinois Steel Co., the rolling mill 
industry in the Chicago district was in 
its infancy. Today the capacity in that 
territory ranks a close second to that 
of the older Pittsburgh disrict. 

Mr. Llewellyn remained with the 
North Chicago Rolling Mill Co. and 
with its successor, the Illinois Steel 
Co., until 1897, latterly being stationed 
at Chicago. His next connection was 
with the Inland Iron & Forge Co. as 
vice president. This company, which 
had a bar iron mill at East Chicago, 
Ind., was later merged into the Re- 
public Iron & Steel Co., of which Mr. 
Llewellyn became secretary, with head- 
quarters at Chicago. A year or two 
later he left the Republic company and 
was elected president of the Plano 
Mfg. Co., West Pullman, IIl., manufac- 
turer of farm implements. Following 
the absorption of that company by the 
International Harvester Co., Mr. Lle- 
wellyn and associates formed the Inter- 
state Iron & Steel Co. in 1905, pur- 
chasing the Emlyn Iron Works, East 
Chicago, Ind. 

Mr. Llewellyn was born in Briton 
Ferry, Wales, Oct. 25, 1860, and was 
brought to this country by his parents 
in 1864. He was educated in the pub- 
lie schools of Milwaukee. Having risen 
from the bottom of the ladder through 
his own efforts, he was a man of 
unusual force; yet he retained a keen 
appreciation of the problems of all his 
associates, whether high or low in the 
economic scale, and was ever kindly 
and sympathetic in his relations with 
them. He is survived by his widow, two 
daughters, one son and a brother and 
sister. 
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Shaw and Hendrikson Pro- 
moted by Pittsburgh Plate 
Glass Co. 


C. M. Shaw, who for nine years has 
been Pacific Coast manager for the 
Pittsburgh Plate Glass Co., Pittsburgh, 
Pa., has been made assistant to F. 5S. 
Green, trade sales division manager of 
the company, at Milwaukee, Wis. Mr. 
Shaw was formerly located at Los An- 
geles, Cal., and has been with the com- 
pany for 18 years. 

H. A. Hendrikson succeeds Mr. Shaw 
as Pacific Coast manager, having for- 
merly assisted in such duties. 





Trade Warned Against Im- 
postor; Operating Last at 
Havana 


A warning against an impostor has 
been sounded by N. A. Gladding, first 
vice-president in charge of sales, E. C. 
Atkins & Co., Indianapolis, Ind. Mr. 
Gladding writes as follows: 

“The trade at large should be 
warned against an impostor who has 
been passing himself by the name of 

Hartman, Jr., Havana, Cuba, 
and giving us, as well as other firms, 
as references. He has claimed to be 
a member of the firm of Linder & Hart- 
man, Havana, Cuba. So far as we can 
learn through our Havana office there 
is no such firm in that city. 





Retail Merchandising,’ New 
Book Written by Prof. 
J. L. Fri 


James L. Fri, associate professor of 
merchandising, New York University 
School of Retailing, has written a book 
entitled “Retail Merchandising, Plan- 
ning and Control.” It is published by 
Prentice-Hall, New York City, and has 
371 pages. 

Professor Fri has accumulated, con- 


densed, classified and clarified informa- | 





lems. Prizes were awarded in the sev- 
eral athletic contests. 

The general committee was headed 
by Chairman J. S. Tomajan, who was 
assisted by R. Washburn, W. L. Walker 
and A. G. Andrews, who also had 
charge of the committee on arrange- 
ments and the samples and displays 
committee. The entertainment commit- 
tee consisted of R. W. Lindsley and R. 
G. Hess. Mr. Tomajan also had charge 
of publicity and Mr. Hess handled the 
program committee work. 


M. H. Melrose Is Dead; Vet- 
eran Richards-Wilcox Man 


M. H. Melrose, for thirty years a 
salesman for the Richards-Wilcox Mfg. 
Co., Aurora, IIl., died Aug. 27 at his 








M. H. Melrose 


home in that city. Mr. Melrose will 
be missed among his many friends in 
the hardware trade and among archi- 


tects and engineers in the territory 





tion from such studies as those made | 
by the Harvard Bureau and the Na- | 


tional Retail 
From these and personal observation, 
he has drawn a picture of the retail 
store and its functions. 
well illustrated with data and forms. 


Washburn Executives Con- 
vene with Salesmen 
Aug. 23-29 
Salesmen and plant executives of the 


Washburn Co., 258 Broadway, New 
York City, manufacturer of Androck 


stamped and wire hardware and kitch- 
enware, met in annual convention at 
Lake Delavan, Wis., Aug. 23 to 29. 


The program included dinners, talks, | 


practical sales demonstrations and 
various discussions on company prob 


Dry Goods Association. | 


The book is | 


which he served. 





Grinding Wheel Simplifica- 
tion Conference Will Be 


Held Sept. 23 


With the assistane of the Division of 
Simplified Practice, of the Department 
of Commerce, all factors interested in 
the simplification of grinding wheels 
will confer for that purpose on Sept. 23, 
Room 703 Commerce Bldg., 19th Street 
and Pennsylvania Avenue, N. W., 
Washington, D. C. The meeting wil 
be called at 9:30 a. m. and is open to 
all organized consumers, technical ex- 


_perts, distributors, and manufacturers 


interested in grinding wheels. 








| 
| 
i 








Annual Window Display Con- 
vention at Chicago, Oct. 6-9 


The Window Display Advertising 
Association will hold its annual con- 


vention in Chicago, Oct. 6, 7, 8 and 9, | 
in the big ballroom of the Edgewater | 


3each Hotel. 


Many experts will as- | 


semble at that time coming not only | 
from the various states but also from | 


Europe. 


est to window display men. 


There will be practical dem- | 
onstrations and other features of inter- 


New RCA “‘Selective Dealer” 
Radio Sales Plan 


A new radio merchandising plan, to 
be known as the “Selective Dealer 
Plan,” has recently been announced to 
the trade by E. E. Bucher, general sales 
manager of the Radio Corporation of 
America. This new plan, according to 
a statement by the company, is de- 
signed to protect the public against 
unscrupulous dealers, and involves spe- 
cific performance on the part of the 
dealers in accordance with certain defi- 
nite standards which the company has 
set up based on public demand. The 
plan requires among other things, that 
to be eligible for selection as an RCA 
registered dealer, a firm must have 
established and must maintain a satis- 
factory volume of business and above 
all must service that volume adequate- 
ly in addition to meeting the credit re- 
quirements of the plan. 





Hardware Secretaries Will 
Meet Last Week in September 


The secretaries of the various State 
associations which comprise the N. R. 
H. A. will hold their annual conference 
the last week in September at the na- 
tional office in Indianapolis, Ind. At 
that time plans will be made for the 
several spring hardware conventions. 





New England Hardware Men 
Plan Third Cafeteria Party 
for Friday, Oct. 2 


The third hardware cafeteria - party, 
conducted jointly by the New England 
Hardware Dealers Association and the 
New England Associates, will be held 
Friday evening, Oct. Committees 
representing both organizations have 
secured an option on the cafeteria in 
the Boston Chamber of Commerce 
Building. Further announcement will 
be made later. 


A. W. Rhinow Joins with 
Federal Telegraph Company 


Arthur W. Rhinow is now with the 
Federal Telegraph Company, New 
York City, in the interest of Kolster 
Radio. 

Mr. Rhinow has been connected with 
the phonograph and radio fields, both 
in a manufacturing and wholesale way, 
for many years. 

Mr. Rhinow spent the past four years 
with the Girard Phonograph Company 
of Philadelphia for whom he was as- 
sistant general manager. Prior to that 
time he was associated for eight years 
with the Edison Laboratories at Or- 
ange, N. J., where he acted as special 
assistant to the late William Maxwell 
and helped to shape many of the 
extraordinary merchandising policies 
which attracted such wide attention for 
a time in the phonograph industry and 





of which much has since been written. 
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General Market News 
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Fall Hardware Outlook Good 
Rural Trade More Active 
Pick-Up Demand in the Cities 


ALL business predictions are uniformly encouraging 
fk: all the important hardware market centers. 


In the 


middle and north western sections dealers are re- 
ported to be buying more freely, whereas in the East there 
is a brisk pick-up trade due to light stocks and spotty 
consumer demand. Very favorable agricultural conditions 
are said to be helping the middle and northwestern areas, 
to such an extent that collections among rural dealers have 


materially improved. 


Rural and suburban retailers continue to send in better 
sales reports than those merchants who are located in the 


cities and larger towns. 


With the possible exception of 


the territory served by Pittsburgh, employment conditions 


generally are considered more favorable. 


Mechanics tools 


have been very active in all the other eastern markets sug- 
gesting better employment status for trade lines. 

Many inland jobbers are featuring holiday merchandise 
and accepting fairly good orders now for early November 


deliveries. 


Strictly fall.lines such as stove goods and wine 


presses are being delivered now. Snow goods, and other 
winter lines are being ordered for October shipments. 


Northwest Trade Shows In- 
terest in Fall and Holiday 
Goods 


The attention of merchants and job- 
bers alike is being turned toward the 
fall and holiday merchandise, the sale 
time of which is rapidly approaching. 
The Minnesota State Fair, and the 
Northwest Dairy Exposition, held in 
conjunction recently in the Twin Cities, 
brought thousands of people to their 
basic market, among whom there were 
many merchants who took advantage 
of the opportunity to complete their 
purchases of stocks. 

Collections show some improvement 
in the smaller centers, but this has 
seemingly not yet reached the larger 
business centers. Business on_ the 
whole shows improvement. 


Coal Mine Conditions Affect 


Pittsburgh Hardware Market 


Hardware business in the Pittsburgh 
district still is generally quiet and it 
now appears that recent buying of coal 
mine supplies was nothing more than 
a flash in the pan. The hard coal mine 
suspension has caused some buying of 
coke and slightly quickened the demand 





for soft coal, but unless that suspen- 
sion proves to be of some considerable 
duration, it is not expected that a 
great deal of idle capacity will resume 
on a permanent basis and expectations 
of improved demand for coal mine sup- 
plies are tempered by that idea. The 
past week has not been notable for 
price changes. Collections, at no time 
this year any better than fair, have 
grown really slow in the past fort- 
night. With coal mine operations of 
the district still low, there is an im- 
pairment of buying power as well as of 
collections. 


Buying of Futures Increases 
in Chicago Market Area 


The practice of hand to mouth buy- 
ing is gradually disappearing as future 
buying becomes more the tendency of 
the retailers. This is perhaps most 
noticeable in the orders received from 
dealers located in the farming districts 
and not only are orders coming in 
nicely for fall goods but spring mer- 
chandise is moving in a most satisfac- 
tory manner also. 

There were no price changes reported 
this week except a continued fluctua- 
tion in linseed oil and turpentine and 
the general price situation is one of 
considerable firmness. 











No Price Changes of Note in 
the Boston Market 


No price changes important enough 
for special notation are reported in the 
Boston hardware market. The sta- 
bility of values is favorably looked 
upon by both the wholesale and retail 
houses. Where changes were made by 
jobbing houses the past week they were 
more in the nature of an adjustment— 
a balancing up of this or that manu- 
facturer’s line of goods. 





Cleveland Jobbers’ Sales In- 
crease; Retailers Report 
Better Business 


September has brought out a more 
active demand for hardware in the 
Cleveland territory. Jobbers’ sales have 
increased and retailers report better 
business. The improvement in jobbers’ 
orders is mostly in staple merchandise, 
although some fall and spring goods 
are being sold. Skates, sleds and some 
other winter items are quiet. 


Mechanics Tools Very Active, 
Say N. Y. Hardware Jobbers 


Mechanics’ tools of the better grade 
have been very active in the New York 
wholesale hardware market report job- 
bers in that city. This line became 
notably active in the last ten days, sug- 
gesting less unemployment in the 
various mechanical lines. Collections 
are improving slowly within the city 
limits. Out of town credits are said 
to be easier. New York jobbers expect 
an advancé in kitchen cutlery and on 
roofing paper. Neither of the rumors 
could be confirmed at press time. Staple 
lines are moderately active. Fall hard- 
ware prospects look encouraging. 





U. S. Toy Exports in Excess 
of Imports 


With toy exports from the United 
States for the fiscal year ended June 
30, 1924, amounting to $1,211,913, and 
imports for the same period totaling 
$1,160,173, an excess of exports was 
reached for the first time in the his- 
tory of the United States toy industry, 
with the exception of one of the ab- 
normal war years, according to J. M. 
Calvert, Specialties Division Depart- 
ment of Commerce. 

In comparison with pre-war time, 
there has been a gradual decrease in 
the imports, and only a slight increase 
in exports, however, considering the 
development of the market, the home 
manufacturer is supplying a much 
greater percentage of the domestic de- 


mand than such figures indicate. 
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Look for Good Fall Busmess in New England 


—Collections Favorable—Prices Firm 


EW ENGLAND hardware 
fall business. 


(Boston office of HARDWARE AGE) 


dealers are actively preparing for 


Shelf jobbing houses report a sizable increase | 

in bookings and are confident their business this month will | 
run considerably ahead of that for September, 1924. The average | 
retail dealer is still exercising conservatism in the purchase of in- | 
dividual items, but evidently is contracting for a large assortment 
of stock, particularly of the newer things on the market. 
goods that will be needed at Christmas time and in the spring of | 
1926, he is backward in ordering. The feeling seems to persist | 


As for) 


in the trade that there is nothing which suggests a shortage of 
hardware items and that it is therefore better business policy to 


contract ahead cautiously. 


this fact helps general sentiment a lot. 

The character of current buying by the retail dealer indicates | 
he is keenly alive to competition from chain and drug stores. Real | 
thought is being given to the selection of merchandise to be sold | 


in the future, except in the more staple lines of hardware. 


The 


thought seems to be to keep about a lap ahead of the competitor. 
Jobbers have and are doing their bit to provide goods that are at- 


tractive to the retailer and should prove so with the public. 


The 


fact that the average retail hardware stock is not burdensome is 


another big feature in the general situation. 


The hardware trade 


therefore seems to be getting somewhere, although it is necessitating 
real thought and work. The situation, on the surface at least, is 


very healthy. 


longer. 


ABRASIVES.—With the expansion in 
shop activities comes a_ gradual in- 
crease in the demand for abrasives. 
Hardware stocks, both wholesale and 
retail are about normal, consequently 
demands are easily and quickly filled 
as a rule. Prices remain as heretofore, 
and so far as the jobbing hardware 
houses know they are not likely to 
change within the near future, at least. 
AIR MOISTENERS.—In general with 
heating and cooking merchandise, gal- 
vanized radiator air moisteners are en- 
joying a better market. People who 
live in steam heated apartments and 
houses are learning the value of mois- 
ture in room through many retail hard- 
ware dealers. 


We quote from Boston jobbers’ 
stocks: 

Air Moisteners.—Galvanized radi- 
ator styles, three pocket, 9-in., $8.67 


per doz. net: five pocket, 9-in., $13.34; 


three pocket, 14-in., $12; five pocket, 
14-in., $16. 
BUILDERS’ HARDWARE.—tThe first 


tinges of fall, experienced the past 
week, speeded up activity in builders’ 
hardware among the retail trade, which 
is endeavoring to clean up on contracts 
before real cold weather sets in. The 
fact that some of the most noteworthy 
weather sharps are predicting early 
and long snows for New England is 
spurring many retail dealers on in the 


effort to clean up odds and ends of) 





Local financial institutions are of the opinion there 
will be plenty of money available for business at reasonable rates 
of interest, not only this fall, but over a period of six months or 
They see no reason why business should not expand. 


builders’ hardware business. More or 
less urgent tag-end orders appear daily 
‘in the wholesale market. Just now 
‘there is considerable competition for 
butt business, and prices are more or 
less in the retail hardware dealer’s 
favor. | 
FLASHLIGHTS AND BATTERIES.— 
There is a good demand for both flash- | 
lights and batteries for same, particu- | 
larly for those new goods recently | 
placed on the market. Through the 
medium of advertising the flashlight | 





has become a household necessity, both | 
in the city and country. 

We quote from Boston jobbers’ 

stocks: 

Cases. —- Without batteries, six or 
| more assortments to the unit, No. 
2612, 97c. each net; No. 2619, $1.24; 

$1.65; No. 2672, $1.79; 


No. 2637, 
| 2694, $2.50. 
: Batteries.—Six or more assortments, 


No. | 
| 
to unit package, No. 935, 8'4%4c. each 


net; No. 950, 9%c.; Tungsten, No. 
705, 28%c. each net; No. 790, 19%c.; 
| No. 791, 17c.; No, 700, 17c.; No. 703, | 

| 


| 22c.; No. 750, 17c. 

'CLOCKS.—Running true to schedule, 
ithe demand for clocks, particularly the | 
alarm varieties, is increasing daily. | 


} 


something like 15 per cent to 18 per | 
cent larger than the previous week. | 
Even greater increases in sales per- | 
centages are anticipated from now un- | 
til just before Christmas. | 


We quote from Boston jobbers’ 
stocks: 





Collections are somewhat better, and | 








| viously. 


Clocks.—Alarm, New Haven styles, 


Tell Tale, black face, radium dial, 
$1.90 each net; Tom Tom, white dial, 
in cases of 24, $2.10; with radium 
dial, $2.75; Tidy Top, white dial, in 


cases of 50, $2.10; with radium dial, 
$2.75. Waterbury styles, Thrift, in 
cases of 50, 75c. each net; Relay, 
alarm, in cases of 25, $2.15; Vigi- 
lent, white dial, in cases of 50, $1.29; 
with radium dial, $2.13. Westclox 
styles, American, in cases of 48, 99c. 
each net; Sleepmeter, in cases of 48, 
$1.32; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98; Bluebird, in 
cases of 48, $1.15; Blackbird, in cases 
of 48, $1.65; Big Ben, in cases of 24, 
$2.15; Baby Ben, $2.15. 
GALVANIZED WARE.—Quite rapid 
strides have been made by jobbing 
houses the past week in rounding up 
galvanized ware business. Evidently, 
judging from the size of some of the 
orders placed recently, retail stocks in 
quite a few instances have been allowed 
to get down to rock bottom. Of the 
various things coming under the clas- 
sification of galvanized ware, ash cans 


and sifters appear the most popular 


just now. 
We quote from Boston jobbers’ 

stocks: 
Galvanized Ware.—Ash cans, No. 
0180, $2.25 each net; No. 190, $4; No. 


171, $3.50; No. 181, $3.88. 

Sifters.—No. 19, $3.68; Favorite, $6; 
Rapid, $8.40; Success, with cover, 
$7.25; Triumph Rotary, in crates of 
two, $2.33 each. 

GLOVES.—Increasing interest is shown 
in cotton gloves. The rise in the raw 
cotton market since the publication of 


the last Government crop report is a 


very good argument why the retail 


hardware dealer may buy cotton gloves 
with the assurance that prices will not 
be lower. 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6-o0z., 
$1.25 per doz. net; No. 641, 8-oz., 
$1.75; No. 642, 12-0z., $2; No. 873, 
14-0z., $2.50. With leather palm, 


with gauntlet, $3 per doz. net; with 
wrister, $3; with Jersey back, $5; 
Jersey back with wrister, $4.50; Jer- 
sey gloves, mottled black, $2.10; 
heavy, $4. Boys’, Jersey, $2.10. 
ICE CREEPERS.—Although not as ac- 
tive as it might be, the market for ice 
creepers shows more life than pre- 
The average retail dealer is 
ordering cautiously. 


We quote from’ Boston 
stocks: 

Ice Creepers.—Never Slip, 
and ladies’, $2.44 per doz. pair net; 
O. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3.36; Lumbermen’s, large 
and medium, $3.04; Newark, $3.75; 
Union, with strap, $1.35; Eagle, $1.20. 


KEGS.—Kegs are going big just now, 
say jobbers. Various retail dealers, be- 
lieving themselves covered, find it 
necessary to reorder. Jobbers’ stocks 
are getting down to a point where it 
will be difficult to fill requests for all 


jobbers’ 


men’s 


Jobbers report sales the past week | cizes, 


We quote from Boston jobbers’ 
stocks: 

Cider Kegs.—Oak red, 5-gal., $1.50 
each net; 10-gal., $1.85; 15-gal., 
$2.10; 20-gal., $2.50; 25-gal., $2.75; 
30-gal., $3; 50-gal., $4. White, 5-gal., 
$1.60; 10-gal., $2; 15-gal., $2.30; 20- 
gal., $2.60; 25-gal., $2.90; 30-gal., 


$3.20; 50-gal., $4.25. 
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LANTERNS AND GLOBES.—As might 
be expected at this time of the year, 
the market for lanterns and gloves is 
showing more signs of life. To be sure 
some retail dealers are ordering small 
amounts, but the weekly aggregate of 
business is quite satisfactory, accord- 
ing to jobbers. The newer styles of 
gasoline lanterns are more popular 
than ever before. 


We quote from Boston jobbers’ 
stocks: 

Lanterns.—Oil, Monarch, No. 0, $8 
per doz. net; with ruby globe, $9.75; 
Blizzard, No. 2, $13; D-Lite, $13; 
Little Wizzard, $8.50. Mill lanterns, 
$24.75 in lots of three dozen; Beacon, 


$31.50; Driving, left hand, $17.50; 
roadster, wagon, left hand, $17.25. 
Gasoline, No. L327, $5.25 each net; 


No. L427, $6; poultry house lantern, 

$7.50. Hy-Lo, $7.50 per doz. net. 
Globes.—Blizzard, Fitzall, in less 

than five doz., and in five doz. lots: 


Less Five Doz. 
Blizzard, lockknob...... $1.25 $1.10 
Co dn £0n od pile we ets 1.30 1.15 
Delight, ruby........... 3.25 3.00 
Little Wizzard ........ 1.15 1.00 
Junior Blizzard......... 1.20 1.05 


LAWN ACCESSORIES. — Just now 
there is quite an urgent call for lawn 
rakes, presumably the result of home- 
owners endeavoring to put things to 
rights before snow flies. Jobbers also 
are rounding up good lawnmower busi- 
ness for next season, now that prices 
have been established. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. —Colonial, 16-in., 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 


14-in., $5.50; 16-in., $5.75. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discounts, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighed, 18- 
in. diameter x 24 in. long, $13.34 each 
net; 24-in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 

Lawn Rakes. — Wood, three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand- 
made rakes, three steel bows, 28 
teeth, $10 per doz, net. 


Additions to Middletown Line 


The Middletown Mfg. Co., Middle- 
town, Ohio, has two new products for 
marketing, the Miami No. 20 Double 
Copper Coil Water Heater and the 
Miami Anti-Freeze Sill Cock. 

The water heater, it is claimed, is 
of the ring type, with raised tips, 
equally proportioned and drilled ac- 
curately affording the flame ample oxy- 
gen which results in a long blue flame. 

Its operation is said to be rapid and 
economical while the construction facil- 
itates cleaning. It is further claimed 
that metal to metal connections by use 
of ferrules makes a rigid watertight 
joint and eliminates much cause for 
trouble. 

The interchangeable copper coils are 
¥% in. and 20 gage and contain a de- 
flector which is said to evenly distribute 
the heat. There is a heavy gas valve 


for either artificial or natural gas. The | 


cast iron jacket is double dipped and 
fire japanned both inside and out—the 
front half forming the hinged door. 
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Hose.—%-in. stock, Bull Dog, 14c. 


per ft.; Milo, 12c.; Good L 
Boston Terrier, 12%c.; Tiger, 
Leader, 9c.; Vigilance, 10%c.; 
son, 10c. For %-in. stock prices are 
1c, per ft. less, while for %-in. 
stock prices are lic. per ft. more. 


ROOFING MATERIAL.—Roofing ma- 
terial business is in order. Much repair 
work on homes, barns, sheds, etc., must 
be done before winter months set in. Re- 
tail stocks, in general, are small, con- 
sequently it is necessary for the trade 
to buy often. 
We quote from Boston jobbers’ 


stocks: 

Sheathing Paper.—Jap, $65 a ton 
net; Neponset black building paper, 
in 250-ft. rolls, $1.39 per roll net; in 
§00-ft. rolls, $2.78; tarred felt, Jap, 
$73.50 a ton; double thread duck, 
magnolia, 12-0Z., 29-in., 45c. per yd. 

RUBBISH BURNERS.—A _ continued 
good market for rubbish burners exists. 
This is a time of year when the retail 
dealer should push sales for such mer- 


chandise. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
$2 each net. 


SHOVELS.—Interest in shovels cen- 
ters in tne “snow” variety. Retailers 
are gradually getting in under cover. 
Because of their limited carryover, 
bookings by jobbers to date are some- 
what ahead of those to the correspond- 
ing time last year. 


SIDEWALK CLEANERS.—A gradual 
increase in bookings for sidewalk clean- 
ers is reported by the jobbing trade. 
Prices, as quoted by the wholesalers, 
are a Shade lower than they were a 
year ago. 


We quote from Boston jobbers’ 
stocks: 

Sidewalk Cleaners. — Wallingford 
line, No. SCX7%, $8.40 per doz. net; 
No. IC, $9.96; No, RRSC, $5.16. 


SKATES.— The demand for roller 
skates holds up remarkably well for 
this late day. So far this month re- 
tail dealers have shown only lukewarm 
interest in ice skates. Jobbers are 
again calling attention to the fact that 








| The height is 18 in. with diameter 7 in. 
The gas supply is % in. and water sup- 














ply % in. to1lin. The flue connection 
3 in. Capacity 30 to 40 gallons—and 
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the latter, especially outfits, were dif- 
ficult to obtain last season, and are 
urging retailers to get in under cover 
while the getting is good. 
STOVE BOARDS.—Now is the time to 
look to your stove board supplies. Deal- 
ers in the wholesale market have a 
good supply, yet are by no means abun- 
dantly stocked. 
We 
stocks: 
Stove Boards.—Paper lined, No. 9 
square, 28 x 28-in., $9.88 per doz. net; 
30 x 30-in., $11.60; 32 x 32-in., $13.75. 
Wood lined, No. 3 square, 28 x 28-in., 


$18.50; 30 x 30-in., $21.50; 33 x 33-in., 


25.25. 


WINDOW GLASS. — Retail hardware 
dealers who bought window glass a 
month or two ago and who thought 
they had enough to carry them through 
the winter are hedging on purchases. 
Such buying coupled with that by be- 
lated coverers serves to keep the win- 
dow glass market in an active con- 
dition. Manufacturers, who a month 
or so ago held up shipments, in fear of 
labor troubles, are making free de- 
liveries, consequently jobbers of hard- 
ware are now able to give all sizes of 
glass required. 
We 
stocks: 
Window Glass.—Third quality, sin- 
gle B, 25 bracket, 89 per cent dis- 
count; 34 to 40 bracket, 88 per cent 
discount; larger, 87 per cent discount. 
All BB, 89 per cent discount. 


WRINGERS. — Complying with new 
selling methods adopted by the manu- 
facturers, jobbers now quote wringers 
on a unit basis, whereas heretofore 
business was done on a dozen basis. 
The net result of this change means 
a slight advance in some wringer num- 
bers, while others remain unchanged in 


quote from Boston jobbers’ 


quote from Boston jobbers’ 





—" 


price. 

We quote from Boston jobbers’ 
stocks: 

Wringers.—No. 130, $3.65 each net; 
No. 100, $4: No. 350, $4.45. Set tub, 
No. 361, $5.85; regular, No. 380, $4.80; 
No. 380EF, $4.95; No. 381K, $8.50. 
Bench, No. B350E, $7.50. Folding 
laundry bench, No, B3s0kE, $8. 


——— ED 


shipping weight 30 lbs. 

The Anti-Freeze Sill Cock is for out- 
side hose connection and constructed 
with the idea of use the year round 
as it is said to be unnecessary to shut 
the water off in the winter. It is 
claimed it does not require a stop and 
waste cock and that the seat can be 
renewed from the outside. It is fur- 
nished with tight and loose key. Made 
in four dengths, 9, 12, 18, 24 in. for % 
in. and % in. water connection. 


Carey, General Sales Manager 
for Moore Brothers Co. 


James A. Carey has been appointed 
general sales manager of Moore Broth- 
ers Co., Joliet, Ill., manufacturers of 
Moore’s cooking and heating products. 





Mr. Carey has had a varied career in 
the creating of merchandising 


ideas 
and the planning of sales programs 
|for dealers. His most recent connec- 
_tion was that of director of sales pro- 
| motion for the Hurley Machine Co. 
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Consistent Business in Pittsburgh Territory— 
Some Movement of Futures Reported 


(Pittsburgh office of HARDWARE AGB) 


~“QFARDWARE business in this district still leaves something to 
be desired. Summer temperatures linger but are not attended 


by a great deal of retail activity in summer goods, and while 
there is some movement of futures, it was apparent from the vol- 
ume that the distributors still believe in a policy of waiting until 
the consumptive demand arises before purchasing against them. 
Recent activity in coal mine supplies now appears to have been 
nothing more than a flash in the pan. There also has been a re- 
vision of ideas as to the effect of the hard coal mine suspension upon 
the activities of soft coal mines in this and adjacent districts. While 
the Eastern part of the country has contracted for a good deal of 
coke for domestic purposes and there has been some quickening in 
the demand for soft coal for stock as a safeguard against a pro- 
longed suspension of the anthracite mines, these demands have pro- 
vided no strain upon capacity that has been active right along and 
have brought into operation only a small amount of idle capacity. 
It is now believed that if the hard coal mines remain down for as 
long as 60 days, there could not fail to be some starting up of idle 
soft coal mines, but in this district the idea is common that there 
will be a settlement of the hard coal dispute within that period. The 
buying power of the district is impaired materially by the low rate 
of operation of the coal industry here, and the report about hard- 
ware collections this week is less favorable and the explanation is 
found in the same cause. Collections in this district throughout 
the year have only been fair, but now they are described as slow. 
Evidently those who have long been idle or only partially employed, 
have reached the end of their resources. No changes of importance 
are noted in hardware prices as compared with a week ago. 


AUTOMOBILE ACCESSORIES.—The | 
business is still quiet with jobbers here. | 
Prices show no special change. | 





No. 6 dry cells, ignition type, 29c. 
each in full packages; 30c. each for 
broken packages. 


sae va jobbers’ stocks, f.o.b. 
ittsburgh, follow: y . 
less than 10, 65c. each; lots of 10 to facturers of bolts and nuts have an- 


lots of 50 to 99, 55c.; lots of 


49, 58c.; . : 
100 to 200, 57c.: lots of 300 or more, nounced the opening of their books for 
47c.; ~ Cc. plugs, ve = une _— fourth quarter business at unchanged 
cars, Ss Ss ), > . . . 
i6 to 49. 44c.: lots of 9, 42¢.. | Prices. Demand for these lines, like 


of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters.— Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 83% 
per cent off list: $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.2@each. 


most others, is fairly hand to mouth 
_and the remarkable feature of the mar- 
ket is its firmness rather than the 
volume of sales. 

We quote out of jobbers’ stock as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 


cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 


Jacks.—Millers Falls, No. 145, $3.75 per cent off list; all sizes cut threads, 
each. 45 per cent off list; stove bolts, 75 
Pumps.—Anthony line, $2.20 each. per cent off list; tire bolts, 40 and 

a 10 per cent off list; nuts, hot pressed 


blank or tapped, 3.25c. off list: c.p.c. 
and t. blank or tapped, 3.35c. off list; 
rivets, small wagon and tinner’s, 60 


BATTERIES.—Good demand still is 
reported by jobbers here and sales are 














on an expanding scale. Prices are per cent off list. 
steady and unchanged. , | 
a wae a e | KEGS (WOODEN).—A very well sus- | 
f — > Stee, tained demand still is noted for wooden 
| kegs. Prices are unchanged. 
ee, ee | Red White White Oak 
Rach . Bach | Oak Oak Charred 
No. 763 ............ $1.05 $4 97 5 gallon ....$1.15 $1.30 $2.25 
i sae’ 1.32 1.22 1@ gallon . 1.56 1.70 2.70 
BO. WOE cccccccsnces 1.22 1.14 15 gallon . 1.80 2.00 3.00 
No. 766 ...... 1.40 1.30 20 gallon .... 2.00 2.20 3.50 
No. 767 2.62 2.44 
a | aaa 2.62 4 MILL, MINE AND FACTORY SUP- 
NO. 449 3.33 3.05 ° ; ° ° 
a ae ete en ee 42 “99 PLIES.—Supply houses in this district 














still find the pursuit of business a 
strenuous one and that intensive efforts 
must be expended in securing orders. 
Prices generally are not overly firm. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Trimo, 70 and 5 per 
— off list; Larco, 70 per cent off 

st. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 

and per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope. — First grade long fiber 
manila, 26c. per lb; sisa 18c. 

Belting.—No. 1 leather, 45 per cent 
ws list; No. 1 rubber, 40 per cent off 
ist. 

Twist Drills.—Carbon, 60 per cent 


off list; high speed, 45 per cent off 
list. 

Files.—High grade, 50 per cent off 
list. 


Screws.—Wood screws, 72% and 5 
per cent off list; milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 

Hacksaw Blades.—Best grade, 
per cent off list. 


PAINTING MATERIALS. — Fluctua- 
tions in turpentine and oil prices are 
very frequent these days. Since a week 
ago turpentine was advanced 4c. a gal. 
and oil 2c. No change in kad or ready 
mixed paints. Business is fairly good. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.21 per gal. in barrel lots; 
linseed oil, $1.15 per gal. in barrel 
lots. 


PRESERVING EQUIPMENT. — The 
season so far as jobbers are concerned 
is pretty well qver, and while there is 
a fair movement from jobbers’ stocks, it 
is in lighter volume than was the case 
recently. 


Jobbers’ prices follow: 

Bottle Cappers.—Everedy, in dozen 
lots, steel based, padded, $10.80 per 
steel base, 


50 


doz.; wood base, $11; 
plain, $10.50. 

Strainer Sets.—Everedy, in dozen 
lots, strainer stand, $4 per doz.; 
strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 


No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Jar Rubbers.—Double lip, red, 70c. 
per gross in 12-gross lots; 7ic. in 6- 
gross lots, and 8@c. in 1-gross lots. 


/WINDOW GLASS.—Demand is steady 


rather than active. There is a fair de- 
mand in connection with fall building 
activities and also because of the re- 
placement ef broken panes to tighten 
houses for the winter. 

Jobbers quote: Single strength A 


and B, 84 and 5 per cent off list; 
double strength A, 86 per cent off 


list; B, 87 per cent off list. 
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Improving Demand in Chicago Market— 
Prices Firm and Without Material Change 


(Chicago office of HARDWARE AGE) 


USINESS conditions are showing a gradual but steady im- 
provement and jobbers report that orders received from the 
retailers are calling for larger quantities than for some time 


past. 


Another noticeable feature is the growing tendency of deal- 


ers to anticipate their future needs and orders for spring merchan- 


dise are coming in in large volume. 


This is especially true among 


the trade located in the agricultural districts where the general 
feeling of optimism persists in spite of the recent adverse hot, dry 


weather in many sections. 


~The coming fall business is also receiving the attention of the re- 
tailers and the belief is prevalent that this fall will be the best ex- 
perienced for some years and stocks are being augmented accord- 


ingly. 


Prices are rather firm and there are no changes reported this week - 
except on linseed oil and turpentine. 


These two commodities have 


kept up a somewhat erratic fluctuation for some time and this week’s 
drop seems only a sort of a back swing from last week’s advance. 
There are renewed rumors of an expected advance in steel sheet 
prices, but nothing definite or even official can be learned. 

Retailers’ collections are reported as showing a steady better- 
ment as farm crops are being harvested and marketed. 


AUTOMOBILE ACCESSORIES.—The 
demand for all items continues to be 
very good. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs. —Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 


stocks, 


each; A. C. Titan, 58c. each; lots of 
—. ‘Bbc. A. cc. ‘Special Ford, 44c. 
eac 


soret Lights.—Anderson, No. 3280, 
Dealt A. Electric (Fore), $4 


ea 
Jacks.—National Standard, No. 21, 
$1.20 each. 
Pumps. — Rose, 1%-in. cylinder, 
$1.55. 


Chains.—Non-skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 


AXES.—The usual fall demand is be- 
ginning to develop, although somewhat 


slowly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lIb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—Prices are firm 
and sales are fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Sales are 
reported as exceptionally good. Prices 
are unchanged. 




















We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair; 4 x 4 steel 


butts, old copper and dull brass 
finish, $3.84 per doz. pair; heavy 
steel bevel inside sets, case lots, 


$6.75 per doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, 
$7.50 per set. 


CHAIN.—Prices are firm and sales are 
somewhat slow at present. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 lb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.— 
There is a good active demand and 


prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are steady and prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; 
gated conductor pipe, 3-in., 
100 ft.; plain ridge roll, 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—A very good demand is 
reported on all items. 


We quote from jobbers’ 
f.o.b. Chicago: 

Sinctelent’ Merchandise.— No. 14 
rubber-covered wire, $8 per 1000 ft.; 
in 1000-ft. lots, $7.75; No. 18 lamp cord, 
$13.64 per 1000 ft.; in 1000-ft. lots, 
$13; %-in. brush brass key sockets, 
18c. @ach; two-way plugs, 45c. each; 
in lots of 10, 40c each; one-piece at- 
tachment plugs, 13c. each; two piece 
attachment plugs, 12c. each; dry 
cells, boxes of 50, 30%c. each; less 
than case lots, 34c. each, 

Radio Supplies. —Radio B batteries, 
— $1.40 each; No. 767, $2.62 
e€ac 


stocks, 





Battery Chargers. — Apco line, in 
lots of less than 10, $13.50 each, net, 

Tubes. —Cunningham and R. C. A., 
$2.50 list. Discount 30 per cent. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—A fair amount of 
fall business is being placed. Prices 
are firm. 


We quote — jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
— rods; 1948- 6- 14%, $44.08 per 100 
rods. 


FILES.—There is a good steady vol- 
ume of business. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—The demand is considered 
about normal and prices hold firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 
12-qt., $6.25 each. Enterprise, Junior, 
$10 each; Medium, $13 each; Senior, 
$17.40 each; Extra large, $28 each. 

Cider Mills.— Junior, $21.75 each; 
Medium, $25.50 each; Senior, $38 each; 
Self Feed, $16 each. 


GALVANIZED WARE.—Jobbers’ 
prices are still unchanged and a good 
demand is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, “— - ae No. 2, 
$6.85; No. 3, $8; galvanized 
after made pails, $2. 15 go $2.35; 
14-qt., $2.65; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz.; 
14%-bu. galvanized after made baskets, 


$4.75; 1-bu. galvanized baskets, $6.75 
doz.; 1%-bu galvanized baskets, 
$8.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Spring orders are coming in 
in very good numbers. 


We quote from jobbers’ stocks, 
f.o.b. @€hicago: Garden hose, good 
quality, molded hose, %-in., 11%c. per 
ft., %-in., l4c. per ft.; -5-ply, good 
wrapped %-in., 9c. per ft.; 
lle. per ft. Lawn sprinklers, 
Rain King, $28 doz.; original foun- 
tain sprinklers, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are 
showing a steady increase. Prices are 
unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Single strength A, 28- 
in bracket, 88 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
86 per cent discount; single strength 
A, all other brackets, 85 per cent 
discount; double strength A, all 
sizes, 86 per cent discount; double 
strength B, 87 per cent discount. 
Putty, pure grades, $3.75 per 100 Ib.; 
commercial, $3.40 per 100 lb. 


HATCHETS.—There is a good demand 
and prices are firm. 


% -in., 


stocks, 











We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 brond, $14.45 
oZ.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—There is a 
good normal demand. 


We quote from jobbers’ stocks, 





f.o.b. Chicago: Vaughn-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; May- 
dole, $12.60 doz.; other makes, 16-o0z. 
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$7.85 doz.: Com- 
nail hammers, 


machinist hammers, 
petitive grade, 16-072. 
$4.50 to $6 doz. 
HANDLES, AGRICULTURAL. — The 
sales are very heavy this season and 
prices firm. 
We 
f.o.b. 
Hay 
chucked 
ft., $4.50 


quote from jobbers’ stocks, 
Chicago. 

Fork Handles. Straight, 
and bored, best grade, 4%- 
doz.: 5-ft., $5.50 doz.: XX, 
$1,-ft., $4 doz.; 5-ft., $4.80 doz.: X, 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.;: 
o-ft., $8.50 doz.: XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz.; 4%-ft., $5.75 doz.; XX, bent, 
4%4-ft.. $4.50 doz.; 5-ft., $5.50 doz.; 
X, bent, 4%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles. —Bent, 
grade, 4-ft., doz.; 4%-ft., 
doz.; XX, , $4.15 doz.: 
ft., $4.40 - X, bent, 4-ft., 
doz. : 41. $2.95 doz 

Garden Hoe coe ggg —XX, 4% 
$3.45 doz.: xX, 4-ft., $2.40 doz. 

Garden Rake Hendies XX. 514-ft., 
$5.25 doz.: X, 51,-ft., $3.25 doz. 
Handies.—Regular ee. 
$5.90 doz.: xX, -ft., 
$3.90 LD handle, best inde 
$7.95 doz.; X grade, $6 doz. 

Spade WHandies.—D handles, 
grade, $7.75 doz.; X grade, $6 


HANDLES, TOOL.—The demand 
very satisfactory and prices firm. 
We stocks, 


f.o.b. 
Axe 


best 
$5.10 
4l, - 
$2.60 


-ft., 


best 
doz. 


— 
wn 


quote from jobbers’ 
Chicago 
Handies.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.: second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hickory, $6 doz 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.:; finest second growth 
hickory, $1.50 doz. 


HINGES.—Sales are 
prices are unchanged. 
We 
f.o.b. 


very good and 


from jobbers’ stocks, 

Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., 
6-in., $1.60; 8-in., $2.70; 10-in., $4.: 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66: 
§-in., $2.08: 8-in., $3.56: 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—The sea- 
son’s sales are beginning to slow down. 
No prices changes. 

We quote 


quote 
Chicago: 


from jobbers’ stocks, 
f.o.b. Chicago: White Mountain 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list: 4-qt., $8.25 list; 6-qt., 
$10.45 list; &-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
26.50 list; 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt.,.$4 list; 2-qt., 
$4.60 list; 3-qt., $5. 55 list: 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
the above less per cent dis- 


count. 
LAWN MOWERS.—Future orders for 
Prices 


spring delivery are very good. 
firm. 

We quote 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearings, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-Knife, 
8-in. Wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

N AILS.—Prices are unchanged and the 
demand is fairly good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 
l-in. 

OIL STOVES.—A seasonal let up 
sales is beginning to be noticeable. 


These are list prices. Dealers’ dis- 
counts are noted after each group. 


50 


from jobbers’ stocks, 
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OIL COOK STOVES 











PERFECTION— 
IO. Fe SB BURMOCTH. . ccccccvccevsOntee 
os ee” ae BD, 5 kc wececscecs 22.50 
No. 74 2 er 28.50 
INO. FO & DUPMOTB.....sscccceore Sue 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Mode!) 
OO. Ge BF DUPONT... .cccccccves $17.50 
moO. GS 8 BUPMOTB...cccecceovcs Bee 
No. €4 4 DURMROTB.... oc. cccvccs 28.50 
Puritan discounts same as Derfec- 
tion. 
NESCO— 
Bek Bos ccccuvecssen $9.50 
a. a 1 nn. . pcccesweeaes 17.35 
INO. Ba SBS WUPMOTS. oc cccccccvcccdaee 
No. 214 4 ES 28.00 
PEO, Bem. © BUPMGRB. «co ccccscvescs 39.50 
No. 1102 high shelf only........ § 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf ere 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
OVENS 
PERFECTION— 
No. 211 1 burner plain door. .$2.50 
No. 211G 1 burner glass door.. 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door. 6.00 
Se: eer ee eer 15 
Dealer’s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door. .$5.25 
Dealer’s discount, 10 or more, 30 
and 5 per cent: less than 10, 30 per 
cent. 
NESCO— 
No. 605 1 burner solid door... .$2.10 
No. 5 1 burner glass door.... 2.25 
No. 0610 1 burner solid door.... 4.15 
No. 10 1 burner glass door.... 4.4 
No. 020 2 burners solid door... 5.45 
No. 20 2 burners glass door... 5.40 
No. 030 2 burners solid door... 5.40 
No. 30 2 burners glass door. -. 5.70 


Dealer’s discount, 30 and 5 per cent. 





WATER HEATERS 


i. cece nb eee cndwwaeeeeeee $45.00 
Perfection No. G12. ...ceccersecs 40.00 
POTTOCUION MNO. SBh..<cccvccocsss 80.00 

Nesco discount, 30 and 5 Bnd cent. 
Perfection discount, 30 and 5 per cent 


lots of 10 or more; less than 10, 


per cent. 


WICKS, ETC. 


wicks, 25c. each. 


in 
30 





tockweave 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discount same as on oil cook 
stoves, ovens and heaters. 





|PAINTS AND OILS.—Oil and turpen- 
tine drop back after last week’s ad- 
| vance. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, 


per gal.; 5-barrel lots, 


barrel lots, $1.12 
$1.09 per gal. 


Linseed Oil.—Boiler, barrel lots, 
$1.15 per gal.; 5-barrel lots, $1.12 per 
gal. 

Turpentine.—Barrel lots, $1.21 per 
gal. 

Denatured Alcohol.—Barrel lots. 
63c. per gal.; steel drum, extra, $6 
returnable. 


White Lead.—100-lb. kegs, $15.25; 
50-lb. kegs, $7.75; 25-lb. kegs, $3.90; 
12%-lb. kegs, 

Dry Paste. —Barrel Tec. 

b. 

white, 


Shellac.—(4%-lb. goods), 
$4.25 per gal.;: orange, $4.05 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are beginning 
to show a decided improvement. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.: 
No. 167, $12 


lots, per 


No. 214, $12 doz. 
Casseroles.—Round, 
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doz.; No. 168, $14 doz.: No. 182, $12 
doz.; No. 184. $14 doz. 
Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
| 232, $14 doz. 
ROLLER SKATES.—The demand is 
only fair as yet. No change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair, for girls, 





Cc hicago roller skates 
per pair; for girls, 


$1.50 per pair. 
for boys, $1.30 
$1.40 per pair. 


ROOFING AND PAPER.—The demand 


'is very good and prices are strong. 








| 


We 
f.o.b. 
faced 
square; 
$2.65 
faced, 
faced, 
sheathing, 


from jobbers’ stocks, 
Best grade slate sur- 
prepared roofing, 2.30 per 
best grade talc surfaced, 
per square; medium talc sur- 
$2 square; light tale  sur- 
$1.20 per square; red _ rosin 
$57 per ton. 


ROPE.—There is a good strong de- 
mand. 


We quote 
f.o.b. Chicago: No. 
brands, 24%c. to 26l%c 
2 manila, 23%c. per Ib.; 
we. per lb.; No. 2 sisal, 


SASH CORD.—Sales are reported very 
good at the new low prices. 


quote 
Chicago: 


from jobbers’ stocks, 
1 manila standard 
per lb.; No. 
No. 1 sisal, 
16%c. per 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.55 per doz. hanks, No. 8, $10 per 


doz. hanks. 


SASH PULLEYS.—Sales are good and 
prices firm. 


We quote from 
f.o.b. Chicago: Common 
leys, 54c. doz.; barrels, 
Common Sense, 2-in., 60c. 
rels, 54c. doz.; No. 105, 
barrels, 48c. doz. 


stocks, 
pul- 
doz.; 
bar- 
doz.; 


jobbers’ 
sash 
50c. 


doz.; 
52e. 


| SCREWS.—There is a satisfactory vol- 





ume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 82-10 per cent new list; 


80-10 per cent new 
76-20 per cent 
74-10-10 
74-10-10 


round head blued, 
list; flat head brass, 
new list; round head brass, 
per cent new list; japanned, 
per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are unchanged and sales are 
good. 
We 
f.o.b. 
solder, 
55 solder, 


40-60 solder, 
speed babbitt metal, 


quote from jobbers’ stocks, 
Chicago: Warranted 50-50 
$40 per 100 Ilb.; medium, 45- 
$38 per 100 Ib.; tinners’ 
$37 per 100 Ib.; high 
$20 per 100 Ib.; 


standard No. 4 babbitt metal, $13 
per 100 Ib. 
STEEL SHEETS.— The market is 


gaining strength and there is renewed 
talk of possible advances, but nothing 
official. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5 per 100 Ib.; 28-gage black 
sheets, $4 per 100 Ib. 

STOVE PIPE, COAL HODS, ETC.— 
Prices are firm and there is a steadily 
increasing demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage 
pipe, 30 gage, 12c.; 28 gage, 13c.; 26 
gage, 15%c. per joint. Corrugated el- 
bows, 30 gage, $1.20; gage, $1.50 
aoe. Galvanized coal hods, 17-in., $5 

OZ. 


TRAPS.—Fall business is starting up 
in good shape. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 doz.; No. 1%, $2.44 doz.; No. 
2, $3.36 doz. 
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Northwest Looks for Good Fall ‘Trade 
—Favorable Crops Indicate Prosperity 


(Minneapolis office of HARDWARE AGE) 


ONDITIONS are rapidly shaping themselves toward the 
regular run of fall and holiday business, both in the jobbing 
and retail end of the hardware business in the Northwest 


territory tributary to the Twin Cities. 


For the most part, the 


crops have been gathered for the year, and threshing is being com- 
pleted. Fine totals as to yield per acre and as to the quality of 
the small grains are being reported in all parts of the Northwest. 
The influence of the great crop has already been felt in the smaller 
communities, and shortly will be shown in the sales totals in the 


larger centers of business. 


The Minnesota State Fair and Northwest Dairy Exposition held 
recently brought thousands to the Twin Cities, many of whom were 


merchants from the smaller cities and towns. 


The entire tone of 


the opinion for the Northwest this fall and for the coming year 


is optimistic. 


Business shows some improvement 


in all lines 


throughout the section, and in many lines there has been a decided 


increase. 
cities. 


AXES.—Sales are steady, with full 
stocks from which to draw. Prices are 
steady as last quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50 and double bit 
base weight axes at $19.50 per dozen, 
net. 


BOLTS.—Call for belts is normal, with 
ample stocks on hand. Prices show 
no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts at 45 per cent, large 
and small machine bolts at 50 per 
cent, stove bolts at 75 per cent and 
lag screws at 55 per cent from lists. 
BRADS.—Sales in this line continue to 
be very good, with stocks heavy enough 
to care for the demand. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
— boxes at 70-10 per cent from 
ist. 


BUILDERS’ HARDWARE. — Demand 
for finish hardware still continues to 
show good totals. Building is going 
forward at a fair pace, and will proba- 
bly continue to occupy considerable at- 
tention until the end of the fall. Home 
building has been the chief interest, 
with a fair percentage of commercial 
work. 

CHURNS.—Sales are normal for this 
time of the year, and stocks are ample 
for the demand. Dairying is receiv- 
ing increased attention over the entire 
Northwest every year, and dairy equip- 
ment is selling well. There has been 
no change in prices of churns. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
class of materials is fairly good, stimu- 
lated to some extent by the building 
which has continued all summer. Re- 
pair work also has aided in improving 


Collections are better, except perhaps in the larger 








'sales. Stocks are well filled and prices 
unchanged. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 29-ga. 5-in. eaves trough at 
$5.50 per 100 ft.; 29-ga. conductor 


pipe, 3-in., $5.15 per 100 ft., and 3-in. 
conductor elbows at $1.73 per dozen, 
net. 


FIELD FENCE.—Sales are fair, with 
stocks will filled for the final sales 


period of the year. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. L type field 


fence at $22.68 per 100 rods, net. 
FILES. — Demand is_ steady, with 
stocks well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 


FREEZERS.—Sales are still fair, with 
prices holding steady. Stocks are be- 
ing reduced by the dealers for the fall 
and winter months, although there is 
a tendency for a fair demand the year 
around in this line, due to the desire 
to make ices at home. Prices show no 
changes. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 each, and 8-qt. 
at $6.75 each, net, 


GALVANIZED WARE.— Demand is 
normal, with ample stocks on _ hand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at 
$8.00; No. 3, $9.20; 


é Ss, ; 
$3.35; stock pails, 16-qt., 
$5. 00, and 18-qt., $5.50 per dozen, net. 


GLASS AND PUTTY. — Sales are 
steady, but show no increase over the 
past few weeks. The fall repair de- 
mand has not yet fairly started. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Min. prices, 
single strength glass, 83 per cent; 





per cent; and 
00-Ib. drums 


double strength, 85 
strictly pure putty in 
at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Car- 
penter tools have met with very good 
demand during the summer, and there 
is still good trade in this line. Stocks 
are ample for the eall, and _ prices 
steady. 
We 
f.o.b. 


jobbers’ stocks, 

Maydole, No. 
at $12.60; 
Plumb No. 
No. 2 shing- 
claw, $12.50 


quote from 
Twin Cities: 
11% carpenter’s hammers 
Plumb No. HF81, $10.50; 
2 broad hatchets, $14.45; 
ling, $11.20, and No. 2 
per dozen, net, 
HOSE.—Sales in this line have been 
very good for the past few weeks, due 
to the lack of rain. However, the 
change in weather conditions has ar- 
rived, and it is anticipated that sales 
will diminish from now on. Stocks are 
low, and are being further reduced for 
the winter months. The advance in 


the price of rubber is shown in the 
quotations on hose, some items of 
which are higher in price. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Good Luck, % oy 
6-ply hose, 10%c.: Bull Dog, 56 -i 
7-ply, 14c.; Leader, %-in., Bois. 
9144c.; moulded black, %-in., 12%c. 


per foot, net. 
NAILS.—Sales are still very good in 
this line, with stocks heavy enough 
for the demand. Prices show no 
changes. 
We quote 





jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.2 5 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Demand is still good in 
this line, with the number of subur- 
ban homes around the larger cities 
being built and the steady improvement 
in the country. Stocks are well filled, 
and prices steady. 


Oil Cook Stoves 
PERFECTION— 


from 


en ee $17.50 
Bee ee Oe I. . ww ccccccucctc 22.50 
No. 74.4 burners..... eee 28.50 
Se 0 ee 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


tn as (Improved Model)— 


a, ae a MN. gv ccc eccceces $17.50 
No. 43 3 DURMORS..-....cccce ccc 22.50 
Be Oe SG Wn cc cc ctccccevcce Bue 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
ee re $9.50 
INO. BES B DUPMOTE... ccc cccccces 17.35 
Ee 22.00 
INO. BES 4 DUPMORR....ccccccccces 28.00 
PUG. Bae © WMT sc cc cckcccccccce 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high — pane es tna 8.00 
No. 1105 high she 9.75 
Nesco éoukee’s enn 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... $2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
Ds Ait ec dideaddbaabiacades 6.15 
Dealer’s discount, on 10 or more, 


30 and 5 per cent; less than 10, 30 


per cent. 
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PURITAN— 
No. 42G 2 burners glass door... $5.25 

Dealer's discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burfiers glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealer’s discount 30 and 5 per 
cent. 
Water Heaters 

NE ci eee eect ewe $45.00 
PEE. BO BeBe vce cvcssccoes 40.00 
POTTOCUIOM. Bes. GBhccccccccecsecic 80.00 


Nesco discount, 80 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 
tockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 
PAINTS AND WHITE LEAD.—De- 
mand for this line of merchandise has 
been and still is very good. Prospects 
are for good sales until the colder 
weather sets in. In fact, there should 
be an increase as soon as the first frosts 
clear the air of insects. Stocks are well 
assorted, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1-gallon 
cans, and white lead in 100-lb. kegs 
at $13.83 per cwt., net. 


PAPER.—There is still a good demand | 


for building paper with the steady 
amount of home building under way. 
Stocks are well filled, and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
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ing paper in 20, 25 and 30-lb. rolls 
| at $3.25 ewt., net. 
POULTRY NETTING. — Stocks are 
graded down for smaller sales during 
the fall season. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting at 50-10 per cent from lists. 
PYREX OVENWARE. — Demand is 
good in this class of merchandise. 
|Stocks are well filled and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 197 casseroles 
at $1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No, 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24, $2.00; 
No. 36, $2.33 each, net. 


SASH CORD AND WEIGHTS.—Sales 
are still fairly good and stocks well 
filled. Demand will continue as long 
as building can make progress. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78%c. lb.; second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 
net, 


SCREEN DOORS AND WINDOWS.— 
Sales are fair, with stocks being graded 
down for the last of the season. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.82 each; fancy 
doors, 2-8 x 6-8, $2.16 each; metal 
window screens, adjustable, 24-in., 
$7.40 doz., and wood frame screens, 
adjustable, 24-in., $6.00 doz., net. 


SCREWS.—Sales are very fair, with 
ample stocks from which to draw. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f-o.b. Twin Cities: Flat head bright 
wood screws, 80-10 per cent; flat 
head japanned, 72%-10 per cent; 


| 
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round head blued, 77%-10 per cent; 
round head brass, 75-10 per cent; flat 
head brass, 77%-10 per cent. 


SOLDER. — Stocks are heavy enough 
for present demands, with sales fair. 
Prices are lower at present. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 39\4c., and strictly 
half and half solder, 38\4c. lb., net. 


STEEL SHEETS. — Sales. continue 
good, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.25 cwt., base, and galvanized 
steel sheets at $5.35 cwt., base. 


TIN PLATE.—Sales are good, with 
stocks ample for present needs. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin at $14.25 box, and 
IC, 20 x 28, 8-lb. coating roofing tin 
at $14.60 box, net. 


WHEELBARROWS.—Demand is fair, 
with stocks well assorted. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 
rel type tray wheelbarrows at $36.50 
doz.; No. 2 tubular barrows at $7.33 
each, and No. 1 garden barrows at 
$6.25 each, net. 


WIRE.—Sales are steady, with pros- 
pects of a better demand for fence wire 
during the fall. Stocks are well filled 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 
wire, 80-rod spools, $3.01; galvanized 
cattle wire, 80-rod spools, $3.21; gal- 
vanized hog wire, 80-rod spools, $3.22; 
galvanized hog wire, 80-rod spools, 
$3.43 per spool. Annealed black wire, 
No. 9, $3.25 cwt., and annealed gal- 
vanized wire, $3.70 cwt., net. 





Aluminum Percolator 


An attractive cold water Aluminum 
Percolator No. 992 is being put on the 
market by the Aluminum Prodoucts 
Co., La Grange, IIl. 

It is of new design using a simple 
valve construction with only one mov- 





ing part. It is constructed so that the 
valve may be placed directly over the 
flame which insures prompt percolating 
action. 

It is. made in the standard lifetime 
weight from hard, dense cross rolled 
flat sheet,.aluminum circles. Sold at 
reasonable price. 


Garden Tractor Has Lawn 
Mower Attachment 


The Gilson Manufacturing Co., Port 
Washington, Wis., is manufacturing 
Bolens Garden Tractor, Model D, 
which can be equipped with lawn 
mower attachment as well as the cul- 
tivating attachment and also a Power 
Lawn Mower. Onley-Alexander Co., 55 
Broadway, New York, is the distrib- 
| utor. 
| It is built with an arched axle giving 
16% in. clearance and sloped forward 
‘which affords the operator vision 3% 
'feet ahead of the drive wheels. 

_ The motor is set forward to bring a 
'greater proportion of the total weight 
_on the drive wheels. This is said to 
increase the tractive power and acces- 
| sibility of the motor. It also has a 
| 





double clutch chain drive so that it 
can be turned under power. 

Two engine sprockets and extra 
links of chain are furnished as reg- 
ular equipment. The smaller gives a 
gear ratio of 60 to 1 and the larger 
40 to 1. The tractor may be had with 
attachments. These are said to be 
quickly changeable in the field and to 
be rigidly held in place. The handles 
are long, which is said to increase the 








| 


leverage and facilitate the handling 
and operation. 














Double Purpose Pan 


The West Bend Aluminum Co., West 
Bend, Wis., is manufacturing a Egg 
Poacher or Double Purpose Pan. It is 
said to be made of heavy thick alumi- 


2 








num and consists of three parts: the 
pan, which has a wood handle, the 
poacher and the cover. The poacher 
may be removed and the pan_ used 
separately with the cover as desired. 


Warehousing facilities upon a large 
scale not far from its present factories 
in Newark, N.J., have iust been ac- 
quired by the Federal Telegraph Co., 
manufacturers of Kolster Radio. 
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sand Build Goodwill 
For Years Io Come 


satisfied customers. What makes greater profits, 
The quality of 








Your Store’s greatest asset 
builds business, increases good will—customer satisfaction. 


your merchandise is bound to rank you as a first or second class store. 


“Golden Rod Bronze” wire screen cloth has a reputation that cannot be 
denied. It will not rust, and is 90% copper with 10% alloy—will not stretch 
or bulge—much stronger than copper. “Golden Rod Bronze” builds satis- 
fied customers. 


‘“‘Apex Electroplated Galvanized” fulfills the demand for a lower priced 


quality wire screen cloth. 
Ask Your Jobber for Catalog and Prices or Write Us 


Manager of Sales 


JOHN M. HART COMPANY 

Old Colony Building Chicago, Illinois 
HANOVER WIRE CLOTH CoO. . 

anover, Pa. 


Manufacturers 











78 


Wholesale Market Fairly Active 
Retail Sales Running Light 
Good Fall Is Predicted 


HILE the New York wholesale hardware market 
is fairly active at the present time, retail sales in 
this territory are not entirely satisfactory in vol- 


ume. An unexpected heat 


interest being shown for futures but that effect is con- 
sidered as being only of a temporary nature. 
business is brisk in most quarters due, it is believed to the 
present light retail stocks found in most stores hereabouts. 

Individual wholesale orders are smaller and more nu- 
merous according to reports. 
There is some talk about pending advances on kitchen 
Both of these items have been 
Collections within the city limits are only 
Suburban credits are said to be improving some- 


cutlery and roofing paper. 
quite active. 
fair. 
what. 


Both jobbers and retailers in this section predict a good 
Up until the time the heat wave 


fall hardware season. 


came futures were quite active. 
gate futures now on the books are ahead of the same class 
of business that had been written up at this time last year. 
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wave has affected the early 


Pick-up 


Prices are particularly firm. 


It is reported that aggre- 





-_——— 


Rope Market Unchanged 


There has been no particular change 


in the New York rope market. Genera 
sales in the 
fair. In the rural sections north of the 
city and on Long Island there has been 
some rope demand among farmers, but 
according to available reports there is 
no heavy business in rope at the pres- 
ent time. Dealers have been looking 
for an increased demand for rope by 
building contractors. Prices, of course, 
will remain unchanged for the Sep- 
tember-October period. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

No ] Manila standard 
24c. per Ib.; No. 2 Manila 
brands, 22c. per Ib.; No. 1 
brands, 19%c. per Ihb.: 
standard brands, 1c. 


Rope, 
brands, 
standard 
sisal standard 
No. 2. sisal 
per Ib 

Twine 

Zoal per 


t-ply wr: apping twine, No. 
lb.; No. 2, 2lc. per Ib. 

‘India hemp twine, No. 8, 16c. 
lb: BB twine, fine dark, 22'%c. 
lb.; fine light, 24c. per Ib. 


per 
per 


Weatherstrip Now Active 
in the Metropolitan Area’ 


New York jobbers report consider- 
able activity in all kinds of weather- 
strip. Retail sales are beginning, and 
it is thought likely that this will be one 
of the most active fall items in this 
territory. Prices are firm, and stocks 
appear satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK 


Wirf’s weatherstrip, packed 500 ft. 


to the reel, maroon, $27.50 per reel; 
white, $35 per reel. 

Nero weatherstrip, in 500 ft. reels, 
Maroon, $21 per reel or $4.20 per 
100 ft 

Metropolitan weatherstrip, in 100 
ft. rolls, No, 0 and No. 1, $1.80 per 
roll, No. 1%, $2.55 per roll, and No. 


retail hardware trade are 


No. 4, $3 
5 per roll. 


$2.90 per roll, .60 per roll, 


= No. 7, $4.: 


Metallic we atherstrip. in 100 ft. 
rolls; No, 38, $2.15 per roll; No. 39, 
$2 - per roll, and No. 40, $2.90 per 
rol 

Felt we atherstrip, in 100 ft. rolls: 
No. 18; $2.35 per roll: No. 19, $2.75 
per roll, and No. 20, $3.75 per roll. 

Flexible weathe rstrip, in 100 ft. 
rolls: No. &, $1.90 per roll: No. 9, 
$2.30 per roll, and No. 10, $3.05 per 
roll. 


Stove Pipe Damper Prices 
Offered by N. Y. Jobbers 


Stove pipe dampers are a highly sea- 
sonable line at this time, and jobbers 
report fairly good interest. Prices are 
firm, and stocks appear adequate. 

JOBBERS’ QUOTATIONS bh RE- 

TAILERS, F.0O.B. NEW YORK 


Stove pipe dampers, 4% and 5 in., 
$1.35 per doz.: 5% in., $1.50 per doz.; 
6 in., $1.60 per doz.: 7 in., $2.25 per 
doz., and § in., $2.60 per doz. These 
prices are NET. 








Furnace Scoops Very Active. 


| Say N. Y. Jobbers 


New York jobbers report an unusual- 
ly heavy demand for furnace scoops 
_and say that orders received to date 
are more numerous than are usually on 
_hand at this time. Prices are not ex- 
pected to change during the season. 














and stocks appear to be ample for local 
| needs. 


JOBBERS’ QUOTATIONS Lb RE- 
TAILERS, F.O.B. NEW YORK 
Furnace scoops, No. 2, hollow ‘back, 
black steel blade, malleable ‘‘D”’ han- 
| dle, $5.04 per doz.: long handles, $4.80 
per doz.;: furnace scoops, No. 2, riv- 
eted back, heavy black steel blade 
and wood “D” handle, 84c. each; 








< long handle, 84c. each. 
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Brush Sales Are Good, Report 
N. Y. Jobbers 


New York jobbers report a_ very 
satisfactory demand for various types 
of brushes necessary in fall cleaning. 
Prices are unchanged; stocks are ade- 
euate and no change in price is ex- 
pected. 

JOBBERS’ QUOTATIONS ng RE- 

TAILERS, F.O.B. NEW YORK 


A discount of 331% per cent on the 
following household and personal use 
brushes, which are quoted here at 
list prices. 

Nail brushes, 85c. each; _ split 
duster, $1.25; cloth brush and _ skirt 
brush, $1.60; dust mop, $1.90; bath 
brush, medium, $1.85: large, $2.30; 
refrigerator brush, 30c.; percolator 
brush, 15¢c.; vegetable brush, 25c.; 
dish mop, 35c.; pan greaser, 30c.; 
dustpan and _ brush, $1: radiator 
brush, 55c.; bottle brush, 35c. 


Wine Presses Are Selling in 


N. Y. Suburbs 


There has been a very active wine 
press demand in this wholesale mar- 
ket. The bulk of this business has 
been done in the suburban sections, and 
in up-state towns, according to reports. 
Prices are firm, and stocks fair. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, ae NEW YORK 


Press, No. 1, $6.70; No. 2, $7.50: No. 
2%, $10 No. 3, $12.75, and No. 4 
$16.25 each. 

Presses, with hinged -_ No. 2, 
$8.60; No. 214, $11.15; No. 3, $14, and 
No. 4, $17.30 each. 

Boss crushers, aluminum teeth, $6 
each. 

Double roller, $10. 

Fruit presses, 2 qt., $2.95; 4 qt., 
$4.60; 6 qt., $6.25; 12 qt., $8.75. 


Future Orders Are Good for 
Various Snow Goods 


Snow shovels, sidewalk scrapers, 
street cleaners and snow pushers are 
attracting attention in those quarters 
where dealers repair early for their 
winter business. It is reported that 
most of the orders received now call 
for October delivery. Local jobbers 
consider this early interest an encour- 
aging sign. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Long handled snow shovels, $4.50 
per doz.; American steel, $9 35 ) hag y 
doz. : galv anized steel (2% x n.), 
$11.40 per doz.; Menzie shove ¥, 10 80 


per doz. 
Snow pushers, 
doz.: 12 x 24, $16.20 per doz. 
Street cleaners, 12 x 3 3 per doz. 
Sidewalk scrapers, Solid shank, 
steel blade, 7 x 4%, black finish, $4.20 
per doz.; sidewalk scrapers, 7 xX 5, 
half polished, 


12 x 18 in., $12 per 


black finish, $6 per doz. 


Nail Prices Reported Firm: 
Demand Is Fair 


Dealers report that nail offerings in 
the past 10 days have been fairly even 
in the New York territory. There is a 
fair demand for nails and stocks ap- 
pear to be satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Kee nails, $3.40 base; wire nails 


and brads in 1 Ib. papers, 70 and 10 


per cent. 
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Cros Only One SGicetite. 


So easy, smooth and quick in operation as to be 
almost automatic. Driveway unobstructed — door- 
way of any width up to 30 feet—from 2 to 10 doors 
—all these essentials to perfect garage door efficiency 
assured by— 


Slidetite Garage Door Hardware 


Equipped with it, doors slide inside and fold flat against the 
wall. When closed, the garage 1s weather-proof. Stand open 
in any position, unmoved by the strongest wind. Install S/zde- 
tite and get a lifetime of uninterrupted service. 


Slidetite a Symbol 


Slidetite Garage Door Hardware, the adso/ute in efficiency and 
service, is but a type of the advanced ideas embodied in every 
item manufactured by Richards-Wilcox. Barn, House, Fire, In- 
dustrial and Elevator Doors hung the R-W wayare hung right. 
The service is nation-wide. Consult the Engineering Depart- 








“*Quality leaves 


ment freely and without obligation on any doorway problems. its imprint” 


ichards-Wilcox Mfs. (0. 


AURORA, ILLINOIS, U.S.A. 


New Yor Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Gass Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 


Montrez! - MICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 








on sleds, 


received so 
fair. 


days. 


future. 
factory. 
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New York Sled Prices 


Prices shown here are net offerings 
as announced by jobbers in 
the New York hardware market. Orders 
far have been considered 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Flexible Fr lver Ss, No. s $2. 5¢ i. No. 
2, $3. cae No. 2D» $4: No. ‘, $4. 33° No. 5, 
$5.83; Junior Racer, 3.50; tacer, 
$4.33. 

Fire Fly sled, No. 9, $1.14; No. 10, 
$1.37: No. 11, $1.71; No. 12, $1.94, and 
Racer, $2. 


Oil Heaters Are Active. 


Particularly in Suburbs 


In the suburban districts supplied by 
oil heaters 
have been very active in the past ten | 
There has been a particularly | 
good demand on Long Island beyond | 
the section supplied with gas. 
have not been changed and distributors 
do not expect any revision in the near | 
Stocks apparently are satis- 


New York City jobbers, 


JOBBERS’ QUOTATIONS bg RE- 
TAILERS, F.0.B. NEW YORK 


PERFECTION— 
a ee oe rr ccc weueele $17.50 
> TM a a 2? 50 
No. a 40 PS ee 28.50 


No. “7% rere .. 209.30 

le rfe ction dealer's discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 


a Se. eg sceeenee $17.50 
a, “ae ce ee, cc ccacwedaeds 22.50 
nO, G26 € BRITUIOTR...ccccecessce 28.50 


Puritan discounts same as Perfec- 
tion. 


NESCO— 
No Son Se ME. cc vceesccsoan $9.50 
No. a 2 ee. «+ ikens cence 17.35 
No. 3) me eee 22.50 
No. RRS Ee 28.00 
No. a «6 GE, on cccevcecs 39.50 
No. 1192 high shelf only...... 5.25 
No. 1103 high shelf only...... §.50 
No. 1104 high shelf only...... 8.00 
No 1105 high shelf only...... 9.75 


Nesco dealer’s discount, 30 and 5 
per cent in lots of 10 or more, 30 and 


Ovens 


PERFECTION— 


No. 211 1 burner plain door. .$2.50 
No. 211G 1 burner glass door... 2.70 


No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door. 6.00 
er ree 6.15 


Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 


PURITAN— 


No. 42G 2 burners glass door. $5.25 
Dealer's discount, 10 or more. 30 


and 5 per cent; less than 10, 50 per 


cent. 
NESCO— 

No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 610 1 burner solid door...... 4.15 
NO 19 1 burner glass door...... 4.49 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 


No. 30 2 burners glass door..... 5.70 
Dealer’s discount, 30 and 5 per cent. 


Water Heaters 


 ~  weekbves Dede esas seus $45.00 
rena Te. Gal. cucsecseeees 49.00 
Perfection No. 4$2Z]....cccccsses 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 


Wicks, Etc. 
Rockweave wicks, 25c. 
Perfection and Puritan, 
and $48 per gross. 
Discounts, same as on oil 
ovens and heaters. 


each. 
$4 per doz. 


cook, 


stoves, 





Prices 


' 
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(arden Tool Prices tor 1926 
As Quoted in New York 


type hoes, 95c. each. 


Believing that there is interest in 
1926 prices on garden tools, we again 
print the schedule of quotations made 

_by New York hardware jobbers. 
prices show some revision, but it is 
said these changes are not serious. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.68 each. 
Same, 5-13 in. tines, $1.86 each, 

Strapped ferrules, steel capped, 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.14 each. All of these manure 
forks are packed 6 in a bundle, 


Forks 


selected ash han- 


Hay 


Strapped ferrule, 


dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. 
bent handle, $1.13 each and with 6 


37 each. 


ft. bent handle, $ 


Hay forks are packed 12 in a 
bundle. 
Spading Forks 
Boys’ spading forks, for floral use, 


ete., 4 light angular tines, malleable 
iron plain ferrule, D handle, 7Se. 
eac 

With malleable D handles, strapped 
ferrule, with 4 angular drop forged 
tines, black finish, 95c. each: with 
heavy tines, bronze finish, $1.39 each. 

With wood D handle, strapped 
ferrule, bronzed and polished, with 
four heavy angular tines, $1.74 each; 


with 5 heavy tines, $2.14 each. 
Spading forks are packed 6 in a 
bundle. 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4™ ft. ash handle, 48c. each. 
Same, with 6 in. blade, bronze finish, 
79c. each, and with 7 in. blade, bronze 
finish, 80c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
62c. each. 

Meadow hoes, forged steel blade, 
19 gage, polished and bronzed, socket 
shank, 414 ft. handle, $1.12 each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid stank, 
4% ft. ash handle, 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished, 
forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle, 80c. each. 

Garden hoes are packed 12 in a 
bundle. 


These 
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Warren 
Schuffle type 


Mortar Hoes 


Polished, forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1 to $1.12 each. Same, 
with 2 holes and 10 in. polished steel 
blade, $1.14 each. 

Mortar hoes are packed 12 
bundle, 


hoes, 92c. each. 


in a 


Potato Hooks 


Solid steel, goose neck, bronze fin- 
ish, 4% ft. handle, 5 round tines, 
$1.01 each. Same with bent head, 
polished and bronze finish, 4 angular 
back tines, 95c. each. These are 
packed 12 in a bundle. 


Garden Sets 


Three pieces—hoe with 4 in. blade, 
round point shovel with iron D han- 
dle and curved 6 tooth rake, stand- 
ard forged, $1.48 per set. Same, 
medium quality, $1.07 per set. Each 
set packed in a bundle. 


Steel Rakes 


weight, black finish, er 


Light 
12 teeth, 4514c. each; with 14 


handle, 


teeth, 49l4c. each; with 16 teeth, 54c. 
each. 
Medium, bronze finish, straight 


teeth, 5% ft. ash handle, 12 teeth, 
63c. to 76c. each; 14 teeth, 69l4c. to 
82c. each; 16 teeth, 74c. to 88c. each. 

With 14 curved teeth, polished 
bronze head, 87c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 514 ft. ash handle, 
16 teeth, $1.07 each; with 14 teeth, $1 
each, 

Rakes packed 12 in a bundle. 


Cultivators 


cultivator, adjustable 3 
steel prongs, malleable iron 
enamel finish, 4 ft. ash han- 


Floral 
forged 
socket, 


dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4%. ft. 
ash handle, 84c. each. 


Packed 6 in a bundle. 


Miscellaneous Items 


CLAM HOOKS, solid steel, pol- 
ished and bronzed, 26 in. ash handle, 
with 4 broad angular tines, 99c, each. 
Packed 6 in a bundle. 

TURF EDGERS, forged steel 
blades, polished and bronzed, 4% ft. 
handle, solid shank, 8s6'%c._ each. 
Packed 12 in a bundle. 

FERRULES, wrought iron, planed 
for farming tool handles, rake style, 
7c. each. Strapped for manure forks, 
20c. each. 

WEEDERS, malleable iron, tinned, 


enameled wood handles, 38c. each. 
Packed 12 in a box. 

CORN HOOKS, tempered _ steel 
blade, natural finish, 25c. each. 


Packed 12 in a crate. 





Normal Sales Reported for 


Staple Items 


Sales for staple items may be con- 
sidered normal in the New York mar- 
The demand is of a filling nature. 
Prices are regular throughout this dis- 
We include in this group bolts, 
nuts and screws. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Bolts and Nuts 


Bolts. — Common carriage bolts, 
small sizes and large sizes, 30-10 per 


cent 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 50 per cent. 

Stove bolts, 75-10 per cent: both 


flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 








Step bolts, 33% per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 


cent. 
Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 


60 per cent. 


Machine screws, round head and 
flat head, iron 70-10-10 per cent, and 
brass, 70 per cent. 

Screws 

Wood screws, iron bright, flat 
head, 80 per cent; iron blued, round 
head, 77% per cent; brass, flat head, 


77% per cent; brass, round and oval 
head, 75 per cent. 


Hot galvanized, flat head,.65 per 


cent; same, round head, 62% per 
cent. 
Nickel plated, flat head, 70 per 


cent; same, round head, 70 per cent. 
Brass plated, flat head and round 

head, 67% per cent 
EXTR 


AS.—20 to 20 and 5 per cent. 
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Natie nal 


No. 27 Swinging 
Garage Door Latch 


The moment a garage owner sees this 
latch he is impressed with its striking 
beauty—it’s “The Aristocrat of Garage 
Door Latches.” 


The symmetry and design of the long, 
graceful handles, one on each side of 
the door, tell at a glance that this latch 
will improve the appearance of any 
garage door. 





No complicated parts to get out of 
order—the mechanism is simple and 
practical. This latch is reversible for 
either Right or Left hand doors and is 
adjustable for doors from 1-% to 2-™% 
inches thick. 


Packed the National way in a strong, 
individual box, complete with screws, 
ready to install. One dozen in a case. 


May be had in the following standard 
finishes: Japan, Dead Black Japan, 
Sherardized and Dead Black Japan, 
Japan, Sherardized and plated any 


Packed complete with screws in ° 
strong box. One dozen to a case finish. 


—Weight 36 Ibs. per dozen. 





Sold direct to the dealer at a price which 
eliminates the middleman and throws 
all the profit your way. Demand al- 
ready created. 








Send for the latest catalog of National 
Garage Hardware. 














/ “seer ] National Mfg. Company 


Sterling, III. 
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Cleveland Wholesalers Preparing for Good Fall 
Trade—Prices Firm With Few Changes 


(Cleveland office of HARDWARE AGE) 


ARDWARE sales have improved with jobbers and with 
Cleveland retailers and indications point to a very satis- 
factory fall demand. While the increase is noticeable par- 
ticularly in staple merchandise, some fall lines are showing more 
life owing to sales to retailers who did not place orders earlier in 


the year. 


Most seasonal lines for winter are moving rather slowly, 


although quite a little business is coming up in spring merchandise, 
particularly steel goods, garden hose and lawnmowers. 


Reports from the agricultural districts 
With the recent warm weather the corn crop 


market conditions. 


indicate satisfactory 


is about out of danger of frost and a very good crop is expected. 
This will do much to improve the financial condition of the farmers. 

Very few price changes are reported and the market on practically 
all items is firm. Collections are good. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires has 
quieted down considerably as retailers 
are keeping their stocks low and sales 
to consumers have fallen off. The 
manufacturers claim that while rubber 
has declined considerably from the 
peak price, there is no possibility of 
lower tire prices this year. They state 
that the present tire prices are based 
on rubber bought at not less than 7lc. a 
pound, which is the lowest price at 
which rubber has been available since 


June. The demand for accessories 1s 
fair. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 


, $2.33; No. 2, $3.33 in lots of 12; 
Derf spark plugs, 9%6c. each for all 
sizes in lots of less thn 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 41c. each for over 
100; Champion regular, 53c. each for 


less than 100, all sizes: 50c. each for 
over 100; Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75. 


AXES.—Sales show some improvement, 
as retailers who were unwilling to 
place fall orders some time ago are now 
buying for fall delivery. 

Jobbers quote f.o.b. Cleveland: 


First grade, single hbitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 


$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 


advance for each 6 Ib. additional 
weight increase. 
BATTERIES. — Radio batteries are 


moving in fair volume and prices are 


unchanged. 
Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 


Eveready B batteries, No. 486, $3.58 
each for unit packages and $3.85 each 
for smaller lots. 

No. 6 ignition 
teries, 29c. each. 


BINDER TWINE.—Sales 


type dry cell bat- 


have  in- 


creased owing to the demand for twine 
for tying corn. 


' Jobbers quote f.o.b. Cleveland: 
First quality binder twine, 


$6.98% 











bale: second quality, 
The mill price f.o.b. 
Xenia, Ohio, is the same as the 
Cleveland jobbers’ price. For ship- 
ments outside of Ohio jobbers auote 
first quality twine at $6.87% Auburn, 
N. Y., and Chicago. 


BOLTS AND NUTS.—Jobbers report a 
good volume of business. Prices are 
firm and manufacturers have an- 
nounced that present discounts will 
prevail through the fourth quarter. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 


per 50 Ib. 
$6.611%4 per bale. 


list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove Its, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 


BRASS GOODS.—Some of the manu- 
facturers have withdrawn prices on lu- 
bricators, oilers and grease and oil 
cups and others have withdrawn extra 
discounts that have prevailed. Slightly 
higher prices are regarded as probable 
in view of the advance in brass. The 
firming up of the market so far has 
not affected valves. 


COOKERS.—Sales are in fair volume, 
although not as heavy as earlier in the 


season. 

Cleveland jobbers quote cookers as 
follows: Conservo, standard size, $8 
net. National preserving cooker, 12- 
qt., $18; 17-qt., $20.50. 


FURNACE PIPE AND ELBOWS.— 
The demand for these items is slow. 


Cleveland jobbers quote furnace 
pipe and elbows at 40 per cent off 
list. 


FOOTBALLS. —Jobbers have com- 
menced to take orders for footballs for 
early delivery at the same prices that 
prevailed laSt year. 

GUNS AND AMMUNITION.—Jobbers 
are now taking orders for guns and 
ammunition for early shipment and the 
volume of sales indicates a good sea- 
son’s business. 

GALVANIZED WARE.— Prices are 
unchanged in this market, although 
there are reports of advances in some 
districts. The demand is steady. 
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Jobbers quote f.o.b. Cleveland: 

l-bu. galvanized baskets, corru- 
gated, $6.50 per doz.; better grade 
with rope handles, $20 per doz.; pails, 
10-qt., $2.40 per doz.; 12-qt., $2.65 
per doz.; 14-qt., $2.90 per doz.; 16- 
qt., $3.55 per doz. 


GLASS BAKING WARE.—A fair vol- 
ume of business is being placed, the 
sales being somewhat larger than at 
the start of the fall buying last year. 


Jobbers quote f.o.b. Cleveland: 
Casseroles, round or oval, 1-qt., 


$1.17; 2-qt., $1.33; 2%-qt., $1.66: 
square, $1.50; casserole with fancy 
covers, 35c. higher. 

Pie Plates, 8-in., 50c.; 9-in., 60c.; 


10-in., 67c. 
“— Pans, No. 212, 60c; Ne. 214, 


Cc. 
Utility Dishes, No. 231, 67c.; No. 
< ag , ; 
ea Pots, 2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 9 
GARDEN HOSE.—Good sales are be- 


ing made in good volume for early 


shipment at the recent advance in 
prices. 
Cleveland jobbers quote %®% in. 


double braided garden hose, 10c. per 
ft. for bale lots; % in., 9¥%c. per ft., 
and % in., llc. per ft. 


HANDLES.—Some activity has devel- 
oped recently in ax and saw handles 
but agricultural handles are _ quiet. 
Prices are unchanged. 


Jobbers quote f.o.b. Cleveland. 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Ha Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., 
per doz.; 5 ft., $4.50 per doz.; 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4%, ft., $2.90 per doz. 

Garden Hoe Handles. — XX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 
per doz. 

Garden Rake Handles.—XX, 6 ft., 
$6.25 doz.; No. 1, $2.65 per doz. 

Shovel Handiles.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
— per doz.; D handle, $5.60 per 
OZ. 

P Spade Handles.—xX grade, $5.40 per 

OZ. 


INCUBATORS.—A fair volume of or- 
ders is being booked for early spring 
shipment. 


Cleveland jobbers quote standard 
line incubators at 35 per cent off list. 


LAWN MOWERS.—Considerable busi- 
ness in lawn mowers is being booked 
for next spring, although some retail- 
ers did not clean out their 1925 stocks. 


NAIL AND WIRE.—These are moving 
slowly, orders being confined mostly to 
small lots. Prices are firm. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
and $2.90 per»keg for less than car 
lots. 

Jobbers 
stocks: 

Nails.—Less than car lots, $3 per 
keg: No. 9 galvanized wire, $3.45 per 
100 Ib.; No. 9 annealed wire, $3 per 
100 1lb.; cement coated nails, $2.40 per 


quote as follows’ from 





100 1lb.; polished fence staples, $3.70 
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A Blabon Feltex 
Rug—pattern 938 





A money-maker for dealers 
that doesn’t increase overhead! 


Hardware dealers everywhere are recognizing the 
high tide of popularity for Blabon’s Feltex Rugs, and 
are busy meeting the demand. 


It’s a wonderful proposition! Small investment re- 
quired. Little room needed. Rapid turnover. (Good 
profit. 


Customers coming into the store for housekeeping 
supplies or kitchen utensils, can easily be interested in 
these durable felt-base rugs. Their beauty and low 
price make an instant appeal! | 








| \_/ 
: -_ Blabon’s Feltex Rugs are guaranteed to give satis- 
BLABONS | faction. Behind that guarantee is our 74 years’ experi- 
FELTEX ence in making high grade floor coverings. 
FELTEX RUGS Write for Blabon’s Feltex Sample Book, and ask us how you can 
1925 get your share of this profitable business. 
The be 
The George W. Blabon Company, Philadelphia 




















. Established 74 Years 
This Blabon’s Feltex Sample 


Book, showing rugs in colors, ° 
sent free to Hardware Dealers Trade Promotion and Head Office of the 


EpeR Fequeds. Demonstration Department Sales Department 


Philadelphia 295 Fifth Ave., New York 


BLABON’S Feltex Rugs 


(FELT-BASE ) 
Beauty Economy Service 
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per 100 lb.; galvanized fence staples, 
$3.95 per 100 lb.; miscellaneous nails 
wy wire brads, 70 and 10 per cent off 
ist. 

Barbed Wire.—80-rod spools, Ly- 
man, 4 point cattle wire, $3.25; same, 
hog wire, $3.50; American special hog 
wire, $2.50. 


OVENS.—The prices on the Boss line | 


of ovens that prevailed this year have 
been re-established the coming season. 


PAINTS AND OILS.—Inside finishes 
are in good demand but mixed paint is 
moving slowly. Turpentine has ad- 
vanced 7c. per gal. 

f.o.b. 


Jobbers quote Cleveland: 


Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 
gal. cans. 

Turpentine in bbls., $1.26; less than 
bbl, $1.41 per gal. 

Linseed oil in bblis., $1.16; less than 


bbl, $1.31. Boiled, 3c. 
W hite lead, in 100-Ib. 
per lb.; in 50 and 25-lb. 
per Ib.; in 12%-lb. kegs, 

Ib.; in 500-Ib. lots, 10 per 
count; other prices are net. 


PRESERVING EQUIPMENT. — With 
the canning season in full swing the 
demand for preserving kettles and 
other equipment is quite active. 
Cleveland are 


extra per gal. 
kegs, 15\c. 
kegs, 15%ec. 
15%c. per 
cent dis- 


Jobbers’ 
as follows: 
ottle cappers, 


prices f.o.b. 


Kveredy, steel base, 


padded, SOc. each. 

Strainer sets, Everedy, in dozen 
lots: Strainer stands, $4 per doz.: 
strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Bottle caps, 50 gross lots, 18c. per 
gross in bulk; 10 gross cartons, 2l1c. 
per carton. 

ROPE.—The market is firm and the de- 
mand is not very active. 


Cleveland jobbers quote first grade 


manila rope, 25%c. per Ib. at mill and 
26c. per Ib. out of stock; second 
grade, 2c. less. Sisal rope, 18c. at 
mill and 18%c. out of stock. 
RUBBER ROOFING.—One manufac- 
turer has made a 5 per cent advance 
following the general advance made 
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| several weeks ago. The demand is quite 


| good. 

| Cleveland jobbers quote rubber 

roofing as follows: 

Cornell, medium weight, $2.19 per 

| roll; heavy, $2.49 per roll. 

| Adelbert, light weight, $1.52 per 

roll; medium, $1.93 per roll; heavy, 

$2.24 per roll. 

| Columbia, light weight, $1.07 per 

roll; me dium, $1.35 per roll; heavy, 

| $1.56 per roll. 

Vassar, slate surface roofing, $2.15 
per roll. 


-SHOVELS.—These are moving in a 


moderate volume with no change 
prices. 
Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bun- 
| dies, $11 per doz. 


STOVE PIPE AND ELBOWS.—Sales 
_have improved, as orders are now com- 
_ing from some of the retailers who had 
Prices are 


put off their fall buying. 
' unchanged. 


Jobbers quote f.o.b. factory: 
Stove pipe in crates of 25 joints. 
Security blued, 28 gage, 3 in., $3: 
| 4 in., 3.37; 6 in., $3.60; 
7 in. 
E lbow Ss, Se curity blued, 
28 gage, in., $1.02; 
| 5 in., $1.26; 6 in., $1.38; 7 
| all per doz. 
Coal hods, 


corrugate -d, 
in., Bis 
im., 32.86, 


$5.25 


size 


galvanized, 17 in., 
per doz. for open models. Same 
close with funnels, $6.50 per doz. 
Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 

‘ $8.30; 30 in., $9.70; 32 i 
same, wood lined, 2 
per doz.: 26 in., $13.25; 
80 in., $18, and 33 in., 
wood lined, 18 x 24 
30 in., $12.50; 
26 in., $16.65; oblong, 
24 in., $6.45; 18 x 
in., $9.45; 24 x 36 


$15. 50; 
oblong, 
per doz.: 18 x 
in., $15.10; 24 x 
paper lined, 18 x 
30 in., $8; 20 x 30 
in., $10. 10. 
SASH CORD.—Sales are 
‘ume. 
Jobbers quote 
Cheap grade, 3c. 
City, 46c. per Ib.: 
Samson, per Ib. 


SHEETS. — Irregularity 


in. 
9() x 30 


Cleveland: 
per lb.; Forest 
Silver Lake and 


f.o.b. 


rr > 
(VC, 


in 


jobbers’ 


' 
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prices has resulted in a $3 a ton reduc- 
tion by one jobbing house on galvanized 
sheets. 


Cleveland jobbers quote No. 28 gal- 
vanized sheets at 4.95c. to 5.10c. 


STOVES.—Retailers are beginning to 
buy gas and coal and heating stoves 
for early shipment. The prices on 
these were announced last spring, but 
retailers as a rule were not inclined to 
place future orders. Gas cooking stoves 
are moving in good volume. 


STEEL GOODS.—A fair amount of 
business is being placed in garden 
tools for early spring shipment. The 
recently adopted prices are being firm- 
ly maintained. 


WINDOW VENTILATORS.—This item 
has not yet become very active. 


Cleveland jobbers quote as follows: 
All metal frame, cloth ventilators, 
Diamond type, No. i ll x 36 in., 
$5.20 per doz.; No. 2, 11 x 39 in., $5.60 
per doz.; No. 3, 11 x 47 in., $6. 40 per 
doz. Wooden ventilators, Conitnental 
type, 9 x 37 in. $4. 25 per doz.; 9 x 49 
$5.65 per doz. : 15 x 37 in., $5.65;.. 
ging ge $7.25. ae 


WOOD SCREWS.—The demand is 
steady and regular discounts are be- 
ing maintained. 


Jobbers quote wood screws f.o.b. 
Cleveland: 

Flat head, bright, 80, 20 and 5 to 
80, 20 and 10 per cent off list; flat 
head, brass, 77%, 20 and 5 per cent 
off list. Round head, blued, 77, 20 
and 5 per cent off list; round head, 
brass, 75, 20 and 5 per cent off list. 


“WIRE CLOTH AND POULTRY NET- 


in fair vol- | 


TING.—Some bus‘ness is being taken 
for early spring shipment subject to 
prices which have not yet been named. 
Current orders are still being booked 


_at this year’s prices. 


| 


Cleveland jobbers quote poultry 
netting, galvanized after weaving, 
50 and 2% per cent off list. Wire 


cloth, $1.95 per 100 sq. ft. for black 


and $2.45 for galvanized. 








Coming 


MANUFACTURERS’ 
Marlborough- 


HARDWARE 
CONVENTION, 


AMERICAN 
ASSOCIATION 


Blenheim Hotel, Atlantic City, N. J., Oct. 
20-21-22-23, 1925: F. D. Mitchell, secretary, 
1819 Broadway, New York City. 

AvuTO ACCESSORIES BRANCH, NATIONAL 


HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, Oct. 19-20: headquarters, Hote] 


Ambassador: T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadelphia, 
ra. 

ARKANSAS {BTAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May, 
1926: L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CONNECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION; place not determined ; 
third week of February: Henry S. Hitch- 
cock, secretary, Woodbury. 


ASSOCIATION 
Chicago, IllL., 
Nish, secre- 


HARDWARE 
Sherman, 
Leon WD. 


RETAIL 
Hote! 
1926: 


ILLINOIS 
CONVENTION, 
Feb. 10-11-12, 
tary, Elgin. 

INDIANA 
CONVENTION, 
27-28-29, 1926: 
Mevyer-Kiser 

IOWA RETAIL 


RETAIL HARDWARE ASSOCIATION 
Indianapolis, Ind., Jan. 25-26- 
(>. F. Sheely, secretary, 911 
Building, Indianapolis. 

HARDWARE ASSOCIATION 


CONVENTION ; place not determined; Feb. 
9-10-11-12, 1926; A. R. Sale, secretary, 


Mascon City. 
KENTUCKY 
SOCTATION CONVENTION, 


HARDWARE & IMPLEMENT AS- 
Louisville, Ky., 


probably January: J. M. Stone, secretary, 
200 Republic Building, Louisville. 
MICHIGAN RETAIL HARDWARE ASSOCTA- 


TION CONVENTION, Grand tapids, Mich., 
Feb. 9-10-11-12, 1926; Karl] S. Judson, 248 


Morris Avenue, Grand Rapids, 


ager of exhibits; A. Scott, seeretary, 
Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Feb. 16-17-18-19, 1926; 
C. H. Casey, secretary, Nicollet Avenue 
and Twenty- fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxl, 
Miss., June 21-22-23, 1926; Guy Nason, 


Starkville. 
RETAIL HARDWARE 


secretary, 
MISSOURI 


St. Louis, Jan. 18, 19, 20, 1926. 

Zecherer, secretary, 5106 North Broadway, 
St. Louis. 

NATIONAL HARBWARE ASSOCIATION CON- 
VENTION, Ambassador Hotel, Atlantic City, 
Oct. 19-20-21-22-23, 1925: T. James Fern- 
ley, secretary, 505 Arch Street, Philadel- 
phia, Pa. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Omaha, Neb., Feb. 2-3- 


4-5, 1926; convention headquarters, 
Hotel; exhibition, City Auditorium: 
H. Dietz, secretary, 414 Little 
Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ 
CIATION CONVENTION, Mechanics 
foston, Mass., Feb. 22-23-24, 1926; 
A. Fiel, secretary, 
Mass. 

(OHIO 
TION, Cleveland, 
James B. Carson, 
Building, Dayton. 


ASSOCIATION 
16-17-18-19. 


HARDWARE 
Feb. 


secretary, 


NEw YorK STATE RETAIL HARDWARE 


Mich., man- 


ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Statler, 
xX 


tome 
George 
suilding, 


ASSso- 
Building, 
: George 
10 High Street, Boston, 


CONVEN- 


1926; 
1001 Schwind 


As- 


Hardware Conventions 


SOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 9, 10, 11, 12, 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 


ing, Syracuse. 
PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 


AND EXHIBITION, Commercial Museum, Phil- 
adelphia, Pa., Feb. 15-16-17-18- 19, 1926; 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION ; place not determined ; 


Feb. 23-24-25, 1926; Charles H. Casey, sec- 
retary, Nicollet Avenue at Twenty-fourth 


Street, Minneapolis, Minn. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 19, 20, 
21, 1926. Dan Scoates, secretary, College 
Station. 

WEST VIRGINIA HARDWARE 
CONVENTION, Kanawha Hotel, Charleston, 
W. Va., Jan. 19-20-21-22, 1926; James B. 
Carson, secretary, 1001 Schwind Building, 
Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARD- 


ASSOCIATION 


WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention § sessions, 
Missouri Theater; H. J. Hodge, secretary, 
Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, Auditorium, Milwaukee, 


Wis., Feb. 3-4-5, 1926: G. W. Kornely, 1476 
Green Bay Avenue, Milwaukee, Wis., man- 
ager of exhibits: P. Jacobs, secretary, 


Stevens Point, Wis. 








Reading matter continued on page 87 
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This Page is Worth a Dollar! 


Sign your name at the bottom of this sheet and it’s 
good for a clean, extra dollar profit on two of the 
fastest-selling items you’ve ever handled. 


Single Six and Radio Rench Sets are real tools in 
every way but so low in price that they out-sell 
anything you’ve ever seen for this purpose. We 
want to introduce you to these wonderful sellers 





with this 














SINGLE SIX 
WRENCH SET 


Six scientifically designed 
wrenches fitting nuts from 


Ys” to %”, mounted on 
special removable ring. 
Made of cold-rolled steel, 
clean-cut and finely-fin- 
ished. Case-hardened for 
real service. 

Packed one dozen sets 
in attractive counter dis- 
play box. 


Sell for 35c per Set 











SPECIAL OFFER 


SINGLE SIX WRENCH SET 


List Price $4.20 per dozen. 
Regular Discount 33 1/3%...... $2.80 


RADIO RENCH SET 


List Price $1.80 per dozen. 
Regular Discount 33 1/3% 


Regular Price for One Doz. Each. . $4.00 


SPECIAL OFFER— 


This Month 
One dozen of each, for 


$3 00 


























RADIO 
RENCH SET 


Five wonderful little 
wrenches and a practical 
screw-driver, held _  to- 
gether by a patented 
device. 

Thin, strong, convenient 
—and case-hardened. Fine 
finish. 

Made for radio but also 
great for ignition adjust- 
ment. 

One dozen sets on hand- 
some easel display card. 


Sell for 15c per Set 























THESE WRENCHES SELL! : 


Whether you handle Radio and Accessories or not, you can sell 
these wrench sets. Your customers are radio enthusiasts—they 
own automobiles, tractors, sewing machines, and dozens of other 
things these handy tools are made to fit. They buy other tools of 
you—and they will buy these when you put the attractive display 
containers on your counter—for the Single Six and Radio Rench 
Sets are absolutely the biggest value you’ve ever offered. They go 
fast because they’re priced to sell! Cash in on them now! Tear 
out and mail this blank today! 


NIAGARA METAL STAMPING CORP. NIAGARA FALLS, N. Y. ; 
Save-a-Dollar Order Blank yay 


TODAY! 





Niagara Metal Stamping Corp. 
Niagara Falls, N. Y. 
Sure—I can use that Extra Dollar! 
Send me the Special Deal on your 


SINGLE SIX and RADIO RENCH Sets which 
you offer to new dealers in September only! 
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No. 421-B Carver No. 35-C Bread Knife 


They All Want Foster Bros. Kitchen Cutlery 


—those housewives who see this attractive merchandise, and who hear 
of its high quality and keen cutting edges! 


Hundreds of hardware dealers are making fine profits selling Foster 
Bros. Kitchen Cutlery. It is reasonable in price, has a good selling ap- 
peal, and delivers the goods when used in the kitchen. 


The manufacturing knowledge of over fifty years is in Foster Bros. 
Kitchen Cutlery. None but the finest materials are used in it. 


Made as knives should be made. 
Progressive hardware dealers find it easy to sell Foster Bros. Kitchen 
Cutlery. 


If your jobbers cannot supply you write to us direct. 
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THE BRAND IS FOSTER BROS. Palette 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 














FOR YOUR COUNTER 






Gillette Blade metal display 


Here is a permanent display to set on your counter to ask of your customers a 
question that will means sales of Gillette Blades. 


It has a place for the price and carries its own sales talk. You will need only time 
to ring the cash-register. Your blade stock will do more than turn over—it will turn 
handsprings! 

Get yours by asking for No. 29TX 


GILLETTE SAFETY RAZOR CO., Adv. Dept. Boston, U. S. A. 























September 17, 1925 


HARDWARE AGE 87 








VWwewnltions Of a Culley. Ailedinin 


More Valuable Cutlery Information 
By JOHN CASSIN—A Man Who Knows 


RECENT discussion about methods for sell- 
A ing cutlery brought forth the startling fact 
that very few retail hardware merchants 
know the names or branch of many cutlery manu- 
facturers. As one retailer remarked, if that fac- 
tory has been making cutlery since about 1850 
they have succeeded in keeping out of sight. If 
retailers know little about cutlery manufacturers 
and their brands it is no wonder they are seeking 
information about cutlery. 

Cutlery has been sold to distributor and re- 
tailer, but the Resale has been neglected. Cutlery 
has labored under the handicap of being a small 
part of the Big Hardware Business. Until re- 
cently the cutlery industry was mostly businesses 
of small capital—developed by encouragement of 
jobbers—to many of whom at that time and under 
the then existing conditions it seemed desirable to 
purchase cutlery made under their own brands, 

~de 


rather than the manufacturers, which is probably 
one of the reasons for the seemingly slow nation- 
alization of manufacturers brands. 

This method of development naturally led to 
one of the two things that have done more to 
retard the American cutlery business than any 
other determining factor, namely, the over em- 
phasis of price. A meeting between the manufac- 
turer seeking orders to keep his factory going 
and the buyer seeking to obtain good value for 
himself and trade was not attended by any great 
amount of real SALES POWER— it was really 
a meeting between the maker and the man he 
regarded as his seller. “This situation left the 
manufacturer with a limited, if any amount of 
margin, for sales work—the spirit and order of 
the day seemed to call for quick rather than con- 
structive sales. The latter should not be neg- 


lected. 











Few householders would resist the appeal of this attractive cutlery display, arranged under the direction of Ed. 
Ferguson, of the Tremont Hardware Co. of New York City. 
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The manufacturer’s position left him without a 
clear perspective and lack of first-hand knowledge 
of the retailers and users ideas about cutlery. 
The establishment and growth of any business 
requires with other essentials sales motive power 
at its source. In the cutlery business most of 
this motive power has been supplied by the mid- 
dle man, who has so many other things to do that 
at best he can only think of cutlery as one of the 
many parts of his business. 

While the cutlery business has been struggling 
with its own manufacturing and legislative prob- 
lems the middle men whom cutlery manufac- 
turers have looked to as their sellers have had 
many new problems of their own to handle and 
solve—they haven’t had the time or opportunity 
to give to cutlery the undivided thought and at- 
tention that is required to obtain the best results 
with any problem. When referring. to the ideas 
of retailer and user it is well to keep in mind 
that the present mass idea is simply the logical 
result of the limited amount of information and 
and sales initiative supplied. 


Regardless of the reasons or extenuating cir- 
cumstances, jobbers, retailers and users have re- 
ceived a limited amount of information, ideas and 
suggestions relative to sales from the manufac- 
turers, who in most instances have been makers 
and have depended upon jobbers and retailers 
to be the sellers. To create a big or even a good 
business, real sales motive power has to function 
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from the source of supply and percolate through 
jobber and retailer to the user. If the motive 
power is weak, the percolater clogs and the stream 
of information that regulates sales fights its way 
through the distributing machine, drop by drop, 
and just dribbles out of the neck of the bottle 
(the retailer) instead of flowing a steady stream. 
Until recently the other principal retarding 
reason has been absence of sales power at the 
source. This condition is steadily improving. 
Perhaps the plated ware manufacturers have 
blazed the way, but regardless of who are the 
pacemakers, or to whom credit is due, it is also 
due to the pocket knife, shear and scissor and 
household cutlery manufacturers, who each in 
their own way are furnishing real sales power. 
Their progress is so marked that it is not neces- 
sary to mention their names; that in itself is suf- 
ficient proof of the merit of their work. Manu- 
facturers in each of these branches of the cutlery 
industry are meeting with the best kind of ap- 
— of their merchandising efforts—increased 
sales. 

Perhaps the most interesting situation (from 
the observer’s viewpoint) is in the pocket knife 
division of the industry, here we have three dis- 
tinctively different plans to observe, each appar- 
ently producing results. One manufacturer is con- 
ducting an extensive publicity campaign supple- 
mented by missionary sales work for the benefit 
of the jobber. Another is selling direct ta the re- 

(Continued on page 90) 








Merchandising Contrasts 


LONG “Main Street” I noticed in Pitts- 
A burgh two stores on the same thorough- 
fare conducting the same kind and char- 
acter of business, or at least the signs over 
their doors indicate they handle the same kind 
of merchandise. But what a difference in their 
cutlery business! 

The store we will designate as Store No. 1 
had near the entrance two twelve-foot show 
cases filled with a well-arranged display of 
cutlery—good quality, medium and the higher 
priced patterns—yet conveniently within easy 
reach, and plenty of the lower priced goods. 
This store sells a lot of cutlery; the average in- 
ventory is more than $10,000. This is seem- 
ingly too much, yet it is hard to criticise suc- 
cess and in this instance I would refrain from 
remarking about the size of the stock, only the 
manager volunteered the information that he 
had permitted his stock to grow too large. He 
believed he would increase his already large 
cutlery business if his stock was somewhat sim- 
plified. I believe simplification will sell more. 


I find the stores that offer cutlery and other 
merchandise for specific purposes are the stores 
that sell the most. 

I entered Store No. 2, located on the same 
street two blocks away. There was not a sign 
of cutlery in the front of the store or, for that 


matter, anywhere. At last, in a showcase near 
the rear of the store I found 36 poorly assorted 
patterns of pocket knives, some odds and ends 
of shears and scissors and other items, all as 
poorly assorted. After finding the man who 
had charge of cutlery, I inquired: ““How’s the 
cutlery business?” He replied: “Rotten!” To 
which I countered: “Why hide it?” He an- 
swered, “No one asks for cutlery—we’ve sold 
but two pocket knives during the past week or 
so.” 

After listening to his reasons for disliking 
cutlery (he believed it “stuff” they ought to 
close out), I tried to explain how cutlery can be 
used to attract trade and suggested that he had 
not used it properly, or given it a fair chance. 
He talked so strongly against cutlery that I felt 
compelled to inquire: “Why does ‘B’ sell so 
much?” The reply was emphatic—but not en- 
lightening—so I faded away. I had met one of 
the accidents who through the good fortune of 
having a fine location will probably always do 
enough business to hold on, but will never be a 
merchant—at least until he changes his view- 
point. Just think of it, he could not sell the 
kind of goods a merchant two blocks away was 
selling thousands of dollars worth of.—By John 
Cassin. 











Reading matter continued on page 90 
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OVER TWENTY MILLION CONSUMERS ARE READING ABOUT 
LA CROSS 


“NEVERSTAIN’ | gu 


(Made under license of American Stainless Steel Co.) 


HOUSEHOLD KNIFE 














La 
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Pa - SE acy RS DROOL! IOP IDLE ELLEN DLO 


No. G 4530—6” 


Stainless Steel Blades, One-piece, shaped handle / C I] I] 
of genuine Cocobola. Packed in individual dis- at YOSS rea Y S€ S 
play boxes, 6 to the carton. Attractive 3 color 
labels. EALERS and jobbers sie have recognized 
the real value—the unquestionable superi- 
ority—and the remarkable beauty of La Cross 
SHARP as well as STAINLESS Manicure Sets. This is evident in the increased 


demand which we could not have enjoyed except 
our jobbers enjoyed it first. 


THE ONTARIO KNIFE CO Year after year La Cross sales have steadily 
) ' climbed. Last year was the biggest yet. This 

F N. Y year will be bigger because the consumer campaign 
a se Se is bigger—and La Cross quality remains supreme. 


There is a wide variety of La Cross Sets to 
choose from—retailing from $1.50 to $50. All are 
made of the finest materials by highly skilled 
workmen. They are unusually handsome and 














attractive. | 
972-44," — , ‘ 
blade Specialize in La Cross. Get your share of this 
among increased business with its attractive profit. Order 
ie early and be prepared for the Christmas demand. 





Get for free examination Assortment No. 14 of 
fourteen fastest selling sets at $42.45; or Assort- 


* ment No. 8 of eight sets at $15.85. If not inter- 
Why Ka-Bar Knives Sell ested, return within 5 days at our expense. 
SCHNEFEL BROTHERS, Newark, N. J. 


New York Showroems: 1270 Broadway at 33rd Street 


I. They are ground to a thin extra 
keen cutting edge. They are made 
: of the highest quality steel ever put 
into a knife. These blades are 
harder to break, harder to bend, 


stand more heat, stand more punish- 

ment than any other blades we have 

ever known. Ka-Bar blades are as a 

fine as skill can make them. YOS S 











II. Ka-Bar knives are beautiful. NAIL FILES 
III. Old timers say they never TWEEZERS SCISSORS NIPPERS 
dreamed a knife could be as good as MANICURE SETS 
their Ka-Bar. 
PSSSSSSSSSSSSSSSSSSS SSOSVeosossoaooooooooe n 
' ' , 
pores for folder and dealer’s dis- : Please send me Assortment No. 14 of 14 sets, $42.45 - 
ees - Please send me Assortment No. 8 of 8 sets, $15.85 - 
a 7 
t 5 
UNION CUTLERY COMPANY, Ine. . AEST ER EI REET a OE TET Oe : 
a 
OLEAN, N. Y. PEE LS LS ee Se > eee Ne Ore eet Tere - 
KA-BAR Razors, Hunting Knives, Butcher Knives and Pocket - ; 
Knives are America’s finest 8 Jobbers Name Rare ee a en Sires OS aE ee ET a 
: 113 , 
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tailer supplying him with means of display and 
sales ideas that create sales, and this work is 
mighty well done, so thorough and yet so simple 
and easy for the retailer to handle and sell that 
it is no wonder that manufacturer is enjoying a 
good business. 

The other manufacturer sells only to jobbers 
and has localized his distributors so that for or 
in most of his natural territory the jobber 
handling that line of knives enjoys the exclusive 
sale. This sales arrangement is supplemented 
with unusually attractive sales helps—that have 
proved good sales creators. Notwithstanding 
that these sales helps include expensive window 
displays and material, I believe the greatest of 
them is the wonderful pocket size information 
book supplied for use of the jobbers salesmen. 
The salesmen who read that carefully prepared 
book cannot help but sell more cutlery and know 
how to help their customers to sell it. As this 
manufacturer has nearly completed his arrange- 
ments for the distribution of his product he 
doesn’t need salesmen to keep after new business 
but he is doing one of the best sales jobs ever 
undertaken in the cutlery business. He is using 
salesmen to work with the jobbers salesmen and 
customers, teaching them how to sell cutlery, not 
selling cutlery for them. 

These three pocket knife manufacturers are 
working along or upon three distinctively differ- 
ent plans—their purposes the same, their policies 
and working plans differ, all are growing, the 
response they are meeting with is proof con- 
elusive that there is a big latent market for cut- 
lery. Retail hardware merchants are glad to 
know more about cutlery, who makes it, how it 
is made, what to buy and the best means to use 
to sell it. It seems to me that the manufacturers 
who find the effective way to get information 
about their products into the hands and minds of 
the retailers and their salespeople are the ones 
who are going to enjoy the best business. 
Without wishing even to appear to discuss or 





SHOE SLOYD 
KITCHEN K NIV] . S OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
HANGERS’ MAKERS' 


Send 
for 
Catalogue 








ROBERT MURPHY’S SONS CO., Ayer, Mass. 

















September 17, 1925 


express opinions about: that big subject, ‘“Con- 
sumer Advertising,” I do know that a large part 
of consumer advertising is wasted as long as the 
contact with the consumer, the retailer, is neg- 
lected. While safety razors and other single 
items have been successfully advertised to the 
consumer, my own experience leads me to believe 
that the best way to advertise cutlery is to supply 
more information about it to the wholesale and 
retail salesmen through whom it has to be sold. 
I have yet to meet the jobber’s or retailer’s sales- 
man who could not be interested in cutlery. 


ME, I & CO. 


OWN at Johns Hopkins Medical School, in 
Baltimore, there is a medical student whose 
name is something of a curiosity. It is said 

that his name is the shortest possible in our lan- 
guage. It is simply the ninth letter of the English 
alphabet: “I.” In other words, he is Mr. I. But 
the interesting and important thing is that in this 
case “I’’ is pronounced as if it is “E.” That is, 
when you speak to Mr. I, you must call him Mr. 
“E,” if you are correct. 

Now this is not so far from the usual order of 
thinss, after all. Every once in a while we run 
across a salesman who has “Me, I & Co.” written 
allover him. He talks “I.” His great and constant 
endeavor is to sell ‘““Me.’”’” But somehow or other, 
we instinctively feel that he is a disagreeable 
fellow. 

As a matter of proved fact, the only kind of “I” 
which amounts to a hoop-hooray in the selling of 
merchandise is not pronounced “I” at all. As a 
matter of fact, it is pronounced “Advertised 
Goods” and the “I” is only one of the letters, one 
among fifteen of them at that. 

Hypnotic, psychoanalytic, personality stuff may 
have its place, but it certainly is not connected with 
the selling of Advertised Goods. 

One of the first rules a good teacher of public 
speaking will give you is “Keep the ‘I’ out of it. 
Don’t be so conceited as to think anybody is in- 
terested in you compared with the way everybody ~ 
is interested in your message, particularly if it be 
a worth while one.” 











ROLLEMOUT 
ROTATING COOKIE CUTTER 


Is meeting the warm approval of every housewife 


Detachable blades, of tem- 
pered aluminum, with flanged 
edges, make this DURABLE, 
ACCURATE, SANITARY AND 
VERY FAST ACTING. 


A baker eas cut over a half 
rillion cookies with a 
ROLLEMOUT Cutter. 


Users are finding this an ap- 
preciated gift. 





Frequent re-orders by all leading retail stores 


AMERICAN CUTTER CO. 
49 Cneida St. 


Milwaukee, Wis. 





STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 


make both kinds. 





American Shearer Mfg.Company 
Nashua, N. H. 











the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
Send for our special offer! 


DAZEY CHURN & 
Sry prom prage <9 9 MFG. CO. 

Lhe Ab OIE, 4301 Warne Ave. 
St. Louis, Mo. 








- maker. 
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THE BURNS 
BREAD KNIFE 


“CUTS LIKE WILDFIRE” 


Patented 8-23-21 






The serrated edge cuts with each motion of 
the hand, producing a clean cut without 
tearing the bread or making crumbs. It is 
not in a class with ordinary cheap bread 
knives, but an article of merit that you will 
appreciate. The serrated edge will last for 
years and can be resharpened by rubbing 
the smocth side of the blade on a whet- 
stone. 


“It cuts a slice 
that’s twice as nice”’ 


The Burns Bread Knives are made of high 
grade Carbon Steel, also Stainless Steel, 
hand ground and highly polished. The 
handles are made of Cocobolo wood, which 
is also hand finished and polished, and 
fastened to the steel with three brass rivets. 


Please write us for catalogue and prices. 


The BURNS Mfg. Co., Syracuse, N. Y. 
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SCISSORS 
oi and SHEARS 


“Famous since 1874” 


| = 











OBBERS have always found ACME 
uality-cast scissors and shears 
DEPENDABLE. | 





The largest production in the world of 
this line guarantees prompt order filling. 
Unvarying quality and fair prices are the 

keynotes of our success. A COMPLETE 

LINE is offered, a huge variety including 
the very latest in display carded and box 
assortments. 











THE ACME SHEAR COMPANY, INC. 


BRIDGEPORT, CONNECTICUT 
































No. 2B 10S 43 


Genuine Stag Handle, 
Sterling Silver Ferrule, 
Stainproof Steel Blade. 


LAMSON & GOODNOW MFG. CO.,Shelburne Falls,Mass.,U.S.A. 
New York Office—36 Warren St. 
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No. S-113 


Qur Popuiar-Price Leader 


- 





Full Line 
STAINLESS Paring Knives 
GENCO Quality 


We claim 
BETTER FINISH—KEENER EDGE 


Sold through Jobbers Only 


GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 























Hyco Brand Knives—two small knives’ with 
differert shaped points. Sharp cutting edges. 
Used for peeling, scraping and cutting. 


Two Hyco Brand Knives 
that are constantly demanded 


Small knives are something every 
kitchen must have-—and not only one 
but several. They are always 
handy. In selling your trade Hyco 
grand Kitchen Knives you are giv- 
ing them a high quality knife at a 
low initial cost. Hyco Brand 
Kitchen Cutlery gives lasting satis- 
faction always. 


Hyco Brand Kitchen Cutlery Set 
—complete line—ten tools in all 


Here you have a tool for every 
kitchen need. Made of high quality 
steel with either white or black 
glazed rubberoid handles. Securely 
riveted. 

Make Hyco Brand your leader 
it will pav you well in increased 
sales. 





Write for particulars. 


Hyde Manufacturing Co. 
Southbridge, Mass., U. S. A. 
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His Majesty the Retail 


Salesman 


In the hands of the retail salesman, the man 
behind the counter, lies the success of the manu- 
facturer, of the jobber and of the retail mer- 
chant. 


The many millions of dollars spent each year 
by manufacturers to further the sale of their 
products, the heavy expense of the jobbers’ 
sales forces and the constant, patient effort of 
the retailer to build up prestige and a profitable 
business are in vain if the retail clerk who 
forms the point of consumer contact for the 
great and complicated machinery of the indus- 
try behind him does not realize his responsi- 
bilities and does not have or does not develop 
the selling ability to function efficiently. 


That ability can be acquired by any serious- 
minded, ambitious retail salesman. The Boss 
is glad to help, the jobbers’ salesman is glad to 
help and representative manufacturers are al- 
ways trying to help such salesmen grow and de- 
velop in selling power and ability. 


The manufacturers who advertise in this and 
all other issues of HARDWARE AGE offer sales 
suggestions for that very purpose. You can 
take advantage of these suggestions. 


Note the following ideas presented in this 
issue: 


Can You Adjust Your Sales Talk to 
Fit *““The Wife’s” Interests?..... Page 2 


A Good Sales Tip............... Page 3 


What Bricklayer Could Resist These 
Selling Points? 


Some Construction Details That Will 


Sell Bit Braces .............. Page 6 
A Labor-Saving Idea That Sells 

gS PPT ee Page 15 
Some Tire Chain Details......... Page 37 
A Tip on Selling Chain Bolts. ..... Page 46 
Sales Points on Garage Door Latches. Page 81 
Radio Pliers Readily Sold........ Page 99 
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Heat and Serve 
(Continued from page 61) 


tight, close living on just his one salary. You 
see, he can not afford to give me much spending 
money and cold cream and permanent waves are 
expensive. Then I do like occasionally to be able 
to buy a bottle of perfume, and after you have 
been wearing silk underwear and stockins, it 
is rather hard to go back to cotton. When a girl 
is young, she likes to have nice things and a cotton 
stocking certainly does not look or feel like silk.’ ” 

“Of course, Cassius, we can sympathize with 
her. We feel the same way when we economize 
and give up smoking good Havana cigars for 
the special brand, ‘The Burning Shame!’ The 
more we smoke of the cheap cigar, the more we 
miss the Havanas we once smoked. Human na- 
ture is a good deal alike almost everywhere, but, 
Cassius, this going to work in offices is confined 
almost entirely, isn’t it, to town and city girls?” 

“Not that I know of. The country girls all want 
to live in the city and they all want to get jobs. 
You see, in the country, ‘man works from sun to 
sun, but woman’s work is never done.’ This reads 
very pretty in poetry, but the dear girls do like 
to have their evenings to themselves. They like 
the movies and almost any girl, especially if she 
is pretty, can scare up a fellow with a car. It is 
certainly nice to glide along the country roads on 
these moonlight nights. Why, some of these girls 
even have cars of their own and take the boys out. 
Yes, yes, a lot of changes have taken place since 
I bought hardware from you. In those days, the 
boys made love to the girls. All of us wanted our 
sweethearts to be modest, shrinking violets, but 
have you noticed in these days the fashions have 
completely changed? The thing among the 
younger set is for the boy to act cool and indiffer- 
ent and let the girl do all the love making. Just 
watch the young people anywhere and you will 
see that the girls have actually become the ag- 
gressors. Why, I have had several attractive 
young men I have placed lose their jobs because 
so many girls were calling them up all the time 
on the telephone!” 

“Well, well, you certainly do give me a lot of 
things to think about besides Russia. What is 
the cause of all this? Is it the War? You know, 
we blame everything on the War.” 

“Well, I don’t know, but I guess it is what they 
call ‘The New Freedom.’ I really don’t think 
women have changed very much. I think the 
shrinking violet of our days was no different from 
the young vamp of today, only she was afraid to 
go out after her man. Today, with their new- 
found independence, with their own jobs, with 
their own money, buying their own clothes, they 
say to themselves—‘Why not? Why shouldn’t I 
also go out and get my own boy?’ ” 


* * * 


Then Cassius took out his watch and said he 
must be going, but he hoped I would come around 
the next day and see his employment agency. I 
intended to go but the next morning, alas, I found 
myself trying to break 50! All the way back on 


the Pennsylvania, I was thinking of Cassius and 
his employment agency. 
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There is another factor in the problem: the 
high cost of rents. Even the smallest apartment 
is $50 or $60 per month. I could never under- 
stand why rents are all so much lower in Europe. 
It is really not surprising that intelligent, well 
educated girls go out to work and add to the 
family income and gain their freedom—but what 
about our old ideas of family life—what about 
the babies? I guess this problem is getting too 
deep for me! Possibly after all the young people 
—both the boys and the girls—need our friendly 
sympathy because modern life is closing in around 
them pretty tight. It is not all “hot dog!” 


* * * 


There is another angle. A man asserts himself 
and does his best work when he feels that he is 
a real man, but when his best girl can earn more 
money than he can, there are two mental reflexes. 
One of these is that she looks upon him, as a busi- 
ness man, with a certain feeling of contempt. 
The other is that, realizing she is making just as 
much, or more, money than he can earn, he is 
afflicted with the inferiority complex. She there- 
fore acts dignified and superior. 


* * * 











Interior view housefurnishing goods department 
Henry W. Kayner’s new store, 7425 Cottage Grove 
Avenue, Chicago, Illinois. 


Then, too, the girl, in her business life, is ac- 
customed to associating with men who draw large 
salaries, who are large producers and who are What Would Your 
in charge of and direct large affairs. It is a > 
rather sudden change for her, after being in con- Store Answer’ 


stant touch with men of this class—men who are 


directing things—to line up with a young fellow You should not hesitate to ask yourself this 


who is an insignificant cog in the machinery of question: “Have I a practical, efficient system 
age The -_ hag Pinage ee a Mg of display, that automatically attracts the eyes 
What is the result? She may decide to take on || Of customers to merchandise, and is that sys- 
the young fellow as a petting companion, but as tem up to date? 

a matter of reality, she feels that She is ycars On the answer often depends the balance be- 
older in worldly wisdom than her “candy kid. tween profitable merchandising, and just ‘‘get- 
To the experienced office woman, the callow young a 

man appears as he is—green and inexperienced. ting along” or actual loss. 

Here we have in the mind of the girl conflicting Large store or small, whatever your hardware 
currents. Naturally the youth of her sweetheart inl ieaasitie ieaaaMi ilies cialis ie ilin aaeaaats 


appeals to her, but on the other hand if she is a 
bright woman, on account of his lack of knowl- 
edge and experience and because of his back- 


Selling depends largely upon merchandise being 
properly and attractively displayed. Warren 


ward mental development, he becomes, to her, an pioneered in building this principle into fixtures 
insufferable bore. No wonder, as Cassius said, for thirty years and offers you the benefit of 
when the novelty of married life wears off, she that accumulated experience. 


is back again on her old job. 
Whether your initial step embraces a complete 


installation, or a few units to which you can add 








Hardware Age Furnishes as you grow, or conditions warrant, our service 
ee ° department is always ready to offer advice and 
Publicity Material counsel. May we send you our catalog? 
Ries Srrverceve Oe Cae Senora Sm There is no Substitute for Warren Fixtures 


using every opportunity to keep his store 

before the people in his community. Re- 
cently there appeared in HARDWARE AGE a short , N | ~ Louis Orlandini, La 
article regarding the remodeling of his store ews tem :—salle, Illinois, will 
illustrated with photographs of the store be- open a new hardware 
store September Ist completely furnished 


fore and after the changes. ( er a 
Mr. Novotny promptly took the page from with Warren Sectional Fixtures. 

HARDWARE AGE to a photographer and had a 

number of photographic reproductions printed W 

on postcards which he mailed to his customers J. D . arren Mfg. Company 

as souvenirs of his new store. 159 N. State Street Chicago, Ill. 
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Commercial 


ANNULAR BALL BEARINGS 
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Advantages of 3-Contact Design 





“COMMERCIAL” Annular Ball Bear- 
ings are not high duty bearings. They 
are made for comparatively light service 
and for speeds up to 2500 R. P. M. They 
are, however, free running bearings of 
high efficiency. 

The 3-contact design permits the use of a large 
number of large balls. The advantages of this 
design are—large radial load capacity, thrust 
load capacity in either direction, and ability to 
sustain a combination radial and thrust load, or 
even a purely thrust load. Considering their 
quality, the cost of these bearings is exceedingly 





moderate. 








A TYPICAL INSTALLATION 


This type AR “Commercial” Annular 
fall Bearing Roller—CS-629X1I—is one 
of many different rollers furnished for 
filmg cabinet and_ similar — service. 
Millions of these rollers have been used 
in filing cabinet suspensions without a 
single failure. 


Send for Illustrated Catalogue, 
Discount Sheets and Samples 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie 


New York 














A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 


and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 

















NEED HELP? 


A man who didn’t know how to 
swim fell overboard, but he knew 
how to ADVERTISE and kept 
shouting “Help Wanted.” 


Some one heard him and he was 
rescued. 


Those who cry “Help Wanted!” in 
Hardware Age, the authoritative na- 
tional hardware paper, are heard all 
over the country. 


HARDWARE AGE 


Classified Opportunity Dept. 
239 W. 39th St. New York 
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They've Wiped Out 
Sales - Resistance 


Some Hollow Screws can be 
sold on price—but they have 
to be sold on price. 


They only seem to have the 
‘call’ where a Dealer hasn't 
the stock of Quality screws. 


And then you meet the sales- 
resistance which always goes 
with the line you have to ex- 
plain. 


It’s a time- and profit-wasting 
job where one line has the de- 
mand, as in Hollow Screws. 


Take the line of least resis- 
tance by taking on the 30% 
stronger “Axuens.” It only 
takes a letter to start things! 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 








Pacific Coast Distributor: W. J. McRae, 
320 Market Street, San Francisco, Cal. 
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CORBIN 


SCREW 
PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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In a Close Corner or THE STANDARD 
on Ordinary Work— “S” WRENCH 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined. places as 
well as providing the mechanic and layman with a gen- 


eral purpose tool. 
It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 























Be the First in Your Territory — 





—to Profit from Handling Dietzgen 
Complete Drawing Outfits 


Push seasonabte goods at the right time, and profits are certain to follow, 
Now With the opening of schools—is the best time to start w 


Dietzgen Practical Drawing Outfits 


put up in five combinations (1100A-—$15, B—$10, C—-$7.50, D—$5, E— 
utfit for every purpose-——an outfit for every pocketboo< 

Every hich school student, every contractor, builder, carpenter, bricklayer, 
mason, architect, artist am! mechanic is your prospect for one of these sets, 
and when placed in our attractive Christmas boxes they make ideal and 
satisfying Christmas gifts for the younger generations They help solve the 
Christmas problem for growing boys and girls gives them something to 
levelop and their inborn desire to create and build—teaches them a useful 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


ami profitable profession 


We Will Help You Now and At Christmas Time, Too 


Become a Dietzgen Dea'ter today Take advantage of the numerous sales 








- 


helps, including posters, window display suggestions, mailing folders, instruc- ; 
=n Rh agg Res Ae le oo My cases | es a ee Maar It isn’t hard. Every mechanic needs the entire set in his work, and it 
ao Gitte tm fannie . resolves itself ° 2 oy of ~~ — — or ay times. Bring 
, : out the value © case, its use in keeping the bits in order and near at 
remap 15th Dating | — | hand, preventing loss, etc. Try it. 
rite at once for our special dealer proposition with December Sth «dating 
ear out this advertiseme attach te ir ; ai] Forstner Bits are the only bits that are not dependert on a center or 8 
oon ge ong advertisement, attach to your letterhead and mail to our level to guide them. They cut from the outer rim. The entire surface is 
. . at work all the time; no jagged ends; every part of the work is smooth and 


polished. They bore their way through hard, knotty, cross grained wood, 
EUGENE DIETZGEN CO leaving a smooth hole and clean, polished surface. 
. Let us send you catalogues. Order through your jobber or direct. 
Chicago New York San Francisco . ° 
Philadelphia The Progressive Manufacturing Co. 


New Orleans Pittsburgh 
Washington Milwaukee Los Angeles TORRINGTON, CONN., U. S. A. 
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“Witea” 
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UCCESS TETANUS TMT LULL 


The “Home Town” Customer 





The Smiths, Browns. Jones—about every family 


in your town knows him. 


UotoWSaYLOR: 


A word from him means a whole lot, especially I Ww 
when that word is “Perfect” and the product is | IRE CU. 
- - LOIS. Mo 
Screen Wire Cloth. 


Da 5 ° + . . 
MINTED SCRE Because every home his family visits and every 
et family that visits his home usually bring up the 


ee subject of screens. oe ; — ) 

They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 





HL HN 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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SPECIALTIES ag 


Own Manufacture 


CHROETER 


Sot “814 WASHINGTON AVE. SLLOUIS 





'S 





Grater. 











No. 4—Home Rowl Nut Cracker. 








No. 10—Electric Motor Driven Scroll Saw. 


Nu. 720—Nut Cracker. 


SCHROETER BROS. HARDWARE CO. S$t- Louis, Mo. i, on 





(Patentees and Manufacturers) 
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prefer them to all others. 


Jobber now. 


126-128 N. Curtis St. 





Stock Up for the Fall Cleaning Season/ 


Display Boiler Mop Wringers and “Ezy-Squeeze” Mop Squeezers 
and get your share of this profitable business. 

These popular lines are known from coast to coast. 
dorsed by Good Housekeeping, Today’s Housewife, Farm and Home 
and by a great army of housewives, janitors and hotel cleaners who 


Both styles can be had from one purchase. 
the annoyance of ordering trom two sources. 


PETER PjOLLER MACHINE WORKS 


They are en- 





This saves the Jobber Household Pulthru 


Order from your 


Different 


Sizes and 
Styles 





Chicago, IIl. 














Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 














Two NECESSITIES In Every Garage 
4 Garage Door Bolt 

Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 











= il Garage 
——ii | Door 
a Holder 
| Prevents accidents, broken headlights 








and bent up fenders. Operates by 
hand or foot. 


For prices and further information 
write today to 


Phenix Mfg. Co. 
032 Center Street Milwaukee, Wis. 











No. 50 Holder No. 52 
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The Keil Jim- 
my and Bur- 
glar - Proof 
Lock in the 
home, shop, 
warehouse or 
office as- 
sures the 
user the 
saine degree 
of security 
as a mas- 
sive safety 
deposit 
vault af- 
fords a 
modern 
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bank. 

The bronze bolts 
with revolving steel 
inserts render the saw, 
jimmy or wedge useless. 
Cannot be put out of order 
by either locking, handling or 
forcing—a major point in mak- 
ing a lock sale. 


Write for particulars on the Keil 
Lock counter display model 


FRANCIS KEIL & SON, Inc. 


Established 1876 
401-425 East 163rd St. 


_alaneerai naan eesesnaoeessmaNt 
Small Show Rack 


Q40))o Z 
IT Ed XG Sells All Seasons 


Send for proposition me 
STANDARD PLATE GLASS CO., PITTSBURGH, PA. 


© 1925 


Bolts shoot owt perpendicu- 
larly—turn and rest horizon- 
tally in locked position. 
Cylinder pattern. 


New York, N. Y. 











Complete Stock on 











Says this advertiser,— 


“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, Harpware Acz is, without a doubt, 
the best medium for advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 4 

It pays to use the Classified Opportunities Sec- 
tion of Harpware AGE. 


























September 17, 1925 HARDWARE AGE © 99 


Anchor Brand Clothes Wringers 





You Need ’Em (~"% We Have ’Em 


Send us your orders. 


LOVELL MANUFACTURING CO. Erie, Pa. 


W orld’s Largest Manufacturers of Clothes Wringers 














. ePRESGEN T «tone nose pus 
il N| GRE at ee SWEDISH TOOLS 
| Are Noted for Their Durability 


| | Made from Swedish tool steel—the very best 
& 





“BANKO” SWEDISH SCYTHES are the best 
Swedish scythes made. 

II styles 24 to 48 inches. Warranted to hold their 
cutting edge, thus: giving complete satisfaction to your 





M16 also tells its own 





customers. 
story 
An attractive display board of the , Natural Scythe Stones 
type used ‘so effectively in making ——— ted f 
it easy for customers to buy other P 'B 4 oa ley tg —_ 
Crescent Tools now invites buyers 
for the new Crescent Long Nose > aJl styles. Bow Frames. 
Plier. There are six 6-inch pliers on Plane Irons. “Sater” Axes. 
; ; Cabinet Scrapers. Banco”’ Scythes. 
each display board, sold at the price ities? Deate > sea 
of the tools alone. There is no charge Anvils. Barking Spuds. 
for the display board. M16 retails “Sandvik” Saws. Scythe Stones. 
at 75c. Your jobber has it. Cutlery and Razors. 
C CENT TOOLCOMPANY Order from your jobber to-day, or write. 
RESCE T 
204 Harrison St. Jamestown, N. Y. SCANDINAVIAN 


Originators of the Crescent Wrench WESTERN IMPORTING COMP ANY 
116 Broad St., N. Y. 


CRESCENT [TOOLS] “wits” grin 
4 GUIDE TO BETTER BUSINESS _ | 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 




















Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon 
Haréware Stores. , ” W. C. Heller & Co. 
Many of the interesting problems solved in modernizing li Ohi 
over 2000 Hardware Stores are made clear. Always the Montpelier, o 
Dealer writes, ‘‘You have increased my sales.’’ . 

Please send without charge 


The display difficulty that has baffled you has probably al- é : 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no longer. Ask for your copy of part the reference book on 


Ly 
Reference Book No. 27-A Hardware Store Fixtures ad- 


W. C. HELLER & CoO. ee Hardware Age 
Main Office and Factory: iia 
700 Wabash Ave., Montpelier, Ohio NAME... ccccccccccccccccces 


Eastern Display Room: 
20 Vesey St., New York City 
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UNION 


Coal Screens 


have been popular 

for 20 years. Made 
of heavy steel wire, 
firmly fastened to 
strong maple 
frame. Fur- 
nished in all 
sizes and 
meshes. 

























We have a qual- 
ity line of Sand 
and Gravel 

Screens with the 
smooth top swedge 





construction which 
will pass 50% more 
material. 


Coal Chutes are light 
and durable and prac- 
tical. All coal men like 


the UNION Coal Chute. 


Ask your Jobber 
for UNION products. 


Union Steel Products Co. 


Albion, Michigan 
Dept. 70 











The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 

Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 
(Name is molded on the inside of 
front door.) 

’ Beautiful grained mahogany fnishk 
harmonizes with finest mahogany fur- 
piture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 

* Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


Gives the consumer an excellent value 
“No—This is not and the retailer a handsome profit. 


a Victrola” 
Write today for exclusive agency 
Patent No. 12494 plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


‘“‘We melt more than 100,000 ) pangs of 
Southern pig lron per day.”’ 
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Made for the Hardware Trade 


The hardware dealer who realizes the ad- 
vantages im buying all his Brushes and 
Brooms from a company who cater exclu- 
sively to the hardware trade will tind us the 
right people to do business with. 


Brushes and Brooms 
Wire—Bristle—Fibre 


Whatever the requirements of your cus- 
tomers in Brushes and Brooms for General 
Use—for Automobile Owners and for In- 
dustrial Purposes, remember we can serve 
you promptly and every item in the MIL- 
WAUKEE line is of absolutely dependable 
quality. 

Send for Catalog No. 20. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 


i658 


1664 1614 














For the Life of a Lawn— 


The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in_ less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off. 





Order a dozen Diamond Nozzles 
in display carton featuring ‘‘Per- 
fect Spray” from your Jobber. 
Individually wrapped in tarnish- 
proof paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 
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mlicokrlirs 


(Reg. U. S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 


DRIVE SCREWS 
STOVE BOLTS 


Quality f Service 
Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 
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3940. One of our 
men's models 


70 years of 
universally 
acknowledged 


leadership FUSS Viet oe Pao 
in skates AX F1P F ti, an Winslow’s 


1 Winslow’s | 
are the best 
Ice Skates for fj 
hockey, figure- i 
skating and for 
general purposes 


I A Model for Every Use | 
| For Sale Here }§ 


The Samuel Winslow Skate 
i Manufacturing Co. 
Worcester, Mass. 


Posifie Coast Ageat Sowthern Representative 
Phil. B. Bekeart Co. British-American Export & Import Co. Henry Keidel & Co. Inc. 
8 Lane, Alderagate Sx. #05 W. Redwood Se. 
San Francisco London Baltimore 





This is a handsome Window Card—14” 
x22”—with red ball. It will sell 
Winslow’s Skates. Send for it NOW. 






































This is our No. 3 Mammoth hopper for feeding dry 
mash. Holds more than a full bag of feed, prevents 
waste, and is a great favorite with poultry raisers. 
Write for Catalog and attractive prices on “Moe’s 
Line” which is a standard, complete line of Poultry 
Supplies—everything for the poultry yard. A fine 
line for you to sell. 


HOEFT & COMPANY, INC. 


Manufacturers 


2305 Davis St. North Chicago, Ill. 





















100Ibs 









72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending 
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HARDWARE 





Once Your Trade Knows— 


you -are carrying the Detroit 
line in stock, you are assured 
of profitable sales and satisfied 
customers. 

The No. 36 is a good style and 
size to start with. It is well 
balanced and simple to operate 
—the popular one quart ca- 
pacity with pump in handle. 
Heavy polished brass_ tank. 
Burner of special design. 


Order from Jobber or write us. 


Detroit Torch & Mfg. Co. Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep. George P. Fraser, 
39 Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 2131 E. 
9th St., Los Angeles, Calif. 
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HM 2 LOS NTT wHED PACKED 
i RELIABLE PLASTER 


i] RELIABLE PASTE CO. 
i CHICAGO 











A new convenient way to handle Plaster 
Paris Packed in three sizes: 
One pound, two pound and five pound packages in an assorted 
barrel of 360 pounds as follows: 40 1-pound packages; 60 2- 
pound packages; 40 5-pound packages; and costs no more to 
handle than bulk Plaster Paris. Write for prices today. 


RELIABLE PASTE CoO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—C alcimine 











American Steel & Wire 


WIRE =2= 


Chicago, New York, Bostos 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 





Denver, Birmingham, Dallas 

U. 8. Steel Products Co. 

San poet Los Angeles, 

Seattle 

ng Baker Perfect, Ellwood Junior, L 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’ Nails. 

ZINC "INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. Steel Gates. 

BANNER (formerly Arrow) STEEL ‘POSTS. 














CONCRETE RE ORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 


WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 














Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, amiong 
which you should find 
one adaptable for your 
work. 


SAFETY 
FUSE 














! The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








ap fhe LOWELL 
m Clothes Line Reel 


An article of daily usefulness in 
every home. 36 feet of 
strong braided cord wound 
on a reel encased in dust 
proof metal drum. A _ simple 
ratchet wheel locked by a pawl 
regulates the length of line. Line 
winds up out of sight when not 


in use. | 
The Green Reel—for cellar, attic, or porch. 
The White Reel— for bathroom, kitchen, or nursery. Your customers 








know the Lowell Reel because of its national advertising. Satisfy 
them by selling the Lowell Reels. 
THEY MOVE FAST 
Order from your jobber—to avoid disappointment insist on the 


owell Reel or write us direct for prices. 


THE HOGE MFG. CO.. Ine. 
215 FULTON STREET 


NEW YORK, N. Y. 

















Made in all types for every ice harvest- 
ing and handling requirement. 
Write for price list and discount sheet. 
GIFFORD-WOOD CO. 
7 Hill St., Hudson, N. Y. 
New York Chicago Boston Pittsburgh 


7 x ria 
a= 


No longer necessary for Ti 
customers to gamble time, eggs and 
money— 


G-W Ice Tools 


i 


a E 


irl incubators 
Chicks 


Queen Incubator Co. 
1124 N. 14th St. Lincoln, Nebr. 




















are guaranteed to hatch full hatches of 
strong, healthy chicks that live and grow. 


Write for dealer’s proposition. 




































of [ADDERS 


MODERNIZE 
RP ove METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
' Deep tread steps, full length hand grips, rabber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a 
of ample strength for safety, convenience and A 
efficiency One style only—neat of design— 
7/ attractively finished —any height — 


o 






































j,j/ _easily installed—meets most ’ N 
l aaa oe . LANG 
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C Sell the Best 
: 5 See ence, a 
ay HARDWARE RIE On 
oO For Hard-wear go psn Necessities of the Nadeau : 
For more than 48 years ud, ee Litees ete | 
0 {ume Bommer Spring Hinges have * 
maintained their leadership and 
Ke) proven their superiority over all 
(e) others. 


























times, because they have been 
kept up with the times whenever 
improvement was possible, 


BOMMER 


SPRING HINGES Rubber Chair Tips 


ARE THE BEST 


Replenish your stock with Bommer. 

They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 

Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 


= =6 They have kept pace with the 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. 

Our Catalogue shows our complete 
line of rubber specialties with prices. 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 














Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


























7 OHIO a Special Auto Hardware 


Shoe Lasts and Stands —for quick profit 


—for quick turnover 
—for quick selling 


HANDY TRIM’ SUPPLIES appeal to the hardware 
dealer because of their realy appeal to motorists. 






























MADE = ABSOLUTELY The handy packages dis- 
OF GUARANTEED played in magnetic dis- 
8SEMI-STEEL AGAINST play containers that sell 
ge BREAKAGE on sight, are wonderful 
sources of profit. 
Just put the containers 
or on your counter—show 
the 9 Auveco Handy 
Trim’ Supplies and “Hit’em” Nails 
you ghee sales pick up are the strong- 
> nes est nails —_ 
° for all uphol- 
The lasts are lock bearing. One oy stering pur- 
last is especially adapted for ladies’ a ef — = oe 
pointed-toe shoes. ro ~ easy to sell— 
* ° < Ve *k: 
Order the “Ohio” and you will have Pi ” pad gp 
the most popular sets on the mar- et & of margin for 
ket. Write for prices. Ye i. — 
) a 
The Fate-Root-Heath Co.  GuiloVebuclie Pautis Co, 
Plymouth, Ohio Manufacturers 
3319 Colerain Ave. Cincinnati, O. 








N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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DEALERS WANTED EVERYWHERE lron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
Bleck, Cincinnati, O. 


Taft) fF) fF) rf) fh) fi 
| cnt 
HLL 


THE STEWART IRON WORKS CO., tec., 225 Stowert 














POWERFUL 
DEPENDABLE 


EVEREADY NDABLE 


COLUMBIA Order from your jobber 
Dry Batteries Manufactured and guaranteed by 


NATIONAL CARBON CO., INc. 


~they last longer New York 


San Peansiess 

















(WILLIAMS 


WRENCHES 









J. H. WILLIAMS & CO. 
“‘The Wrench People” STANDARD FOR 
New York BUFFALO Chicago HALF A CENTURY 














CRECOITE 


“y Tools You Can Sell 
With Confidence 
Write for Catalog H 
Marion Tool Works, Inc. 


Marion, Indiana 


No. 112 














Robertson “Horse Shoe Magnet” Hammers 


Neg ey oo waa i = a 
tack in position for riv- Wiig — 
ing. Awarded the Silver Medal  —— 
(the mighoat yo at the Panama-Pacific Exposition. 
Good profit. Write f 

Name and design uae marke _, U. 8. Pat. Off. 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 

















ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Plain or enameled in 


STRATTO = 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried . 


STRATTON MFG. CO. Stratton, Maine 














“VICTOR” BOLT 


CLIPPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





HACK “J NOX” saws 
QUALITY Coe ee SERVICE 


DISTINCTION 
“The Jools in Lhe Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS —- GLASS CUTTERS 


UNIFORMITY 





Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 


Bronze 
and Copper 














Confidence in Efanpion, Brand 


Tungsten Lamps is shown by 20,000 
Retailers and 500 Jobbers who sell 
them. 
CONSOLIDATED ELECTRIC LAMP CO. 
° DanVers, Mass. 
‘Licensed under the General Electric 
Company's Incandescent Lamp patents.’’ 














Better Machine Screws: 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 

















Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. y” 








THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant ef 
1000 MILITARY RD., BUFFALO, N. Y. 














Leaders in their line 


Rome Copper Utensils have over 
30 years of “Know how” behind 
them. For profit and quick turn- 
over, carry them. 
Write— 
ROME MFG. CO. 
Factories and Offices, Rome, N.Y. 


te 




















BROWN & SH. ARPE sWerea 


ie) ae tt on ee eee ee ee No 


Subs titute for 13rc Sw Ape aeiatits 
a 
Neoytd for Sonall Tool ¢ alralor Vo ” , 
BROWN & SHARPE MEG. CO. 
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Business Is Good 
in Mason City, lowa 


The 1925 Iowa corn crop is predicted to be the second 
largest on record. 

Everything is pointing to a good business period. 
Within 100 miles of Mason City, Iowa, are 1,000,000 in- 
telligent people, 2240 retail dealers, 1904 of which are 
reached by 24 hour freight service. 142 Railroad 


points. Here is a fast growing territory where pro- 
gressive manufacturers and distributors can find a 
fertile field of operation. It is the heart of northern 
lowa’s and southern Minnesota’s trade territory 


Mason City has opportunities for a 
progressive wholesale druggist. The 
Chamber of Commerce is ready to 
supply detailed information and to 
assist those interested in a Mason 
City location. 


MASON CITY CHAMBER OF COMMERCE 


HARDWARE AGE 105 
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 THREADWELL”’ 


Taps—Dies 
Screw Plates 


Small Tools 


You can sell these tools to the most 
particular customer. Their quality is so 
apparent that an examination by the 
customer clinches the sale. 

, Send for our interesting 88 page cata- 
og. 


The THREADWELL TOOL CO., Greenfield, Mass. 
Offices: 
New York City Philadelphia Chicago Cleveland San Francisco 
396 Bro@iway 809 Harrison 300 Wrigley 135 St. Clair 604 Mission St. 
Bldg. Bldg. Ave. N. Ek. 





“The Line 
That Keeps Moving’’ 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 

























Learn How To 


SELL MORE 
HARDWARE 


Get These Two Books 
FREE /|-— 


Just Clip 
And Mail 
This Ad Back To 


DULUTH SHOW CASE Co. 
P. O. BOX No. 778-A 
DULUTH, MINN. 













\ 
\ 












Satisfied 
Customers 


Profitable 


Chester, 


WP Russell Jenni ngs Mfg.Co, 
Aa onn. 21432 


TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY.No) 5 On XO) 23D, 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 









Osborne High Grade Punches 









c 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our pi ducts. 

We stand back of every tool we make. Try us. Write for Catalog 


and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















For Radio Fans Or Auto Owners 


This little 19 pound Rock Island Vise has the 
“Strength of Gibraltar” and is just right for radio 
and automobile work, as 
well as general home re- 
quirements. 

Made with swivel base and 
3% in. jaws which open to 
4 ins. Attractive. bright 
Red finish. 

It sells readily, pays a snug 
profit and pleases -thor- 
oughly. 

Write for trade-prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 
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Business Opportunities 


Help Wanted 


Positions Wanted 











tactories, 


DOOR LOCKS—Party with $25,000 desires | ~~ —_ — | SALESMAN IN sericea Set -" 
connection with party or parties with $25,000 to | | TRICT desires to represent manutacturers 0 
30,000 to. be ‘pouaibie, antl : WANTED | hardware specialties, tools, etc. Suitable for hard- 


$50,000 to be, if possible, active, to develop high 
grade builders’ hardware, patents just issued. 
Have working models and will, in presence of 
anybody, demonstrate same before dealers to 
prove that my goods are 100 per cent stronger, 
~-— and simpler to operate, and that there is 

ready market for same. Address CARL 
HOFFM AN, 422 North Third St., Allentown, Pa. 





TWO HIGH-GRADE EXPERI- 
ENCED hardware and_=e£ —specialty 
salesmen for Texas, Louisiana, Wis- 
consin and Illinois. Give full details. 
All replies held strictly confidential. 
Address Box G-747, care of Hardware 
({ Age, New York. 











CASH FOR YOUR IDEAS 


$25 paid for each accepted design for counter 
display cases for Pocket Knives, Hunting 
Knives, Razors, Butcher Knives, or for any 
other article. Send sketch or model to 
World’s Largest Builders of Display Cases 
of Wood and Glass. SPECIALTY DISPLAY 
CASE ©O., Dept. 62, Kendallville, Indiana. 














OPPORTUNITY FOR ONE OR TWO 
PARTIES to take over a good paying hardware, 
housefurnishing and radio store. nown as one 
of the best in New York and located on a 
business thorofare. It will take about twenty 
thousand cash to swing this and I shall be 
pleased to interview men with above capital and 
serious intentions. Address Box G-736, care of 
Harpware Ace, New York. 


A CORPORATION OF FINANCIAL re- 
sponsibility having railroad siding, warehouse 
facilities and established trade with hardware 
stores and jobbers of building materials in New 
York and vicinity, invites correspondence from 
manufacturers desirous of obtaining large distri- 
bution of their product. Address Box 335, 228 
West 42d St., New York City. 








CRAWBAUGEH HARDWARE, 


H (y, 
MARION 


OHIO, offers: One quartered oak 
wall case, rolling doors, beveled plate glass in 
doors and ends, 12 feet long. Bottom section, 
<! deep, top 18” deep. Like new, must be 
seen to be appreciated. New store front con- 


struction interferes with use of same. 








FOR SALE-—-HARDWARE STORE in thriv- 
ing city in Southern Michigan. Best location. 
Hardware for 45. years. Nice clean = stock. 
Valuable exclusive agencies. Good reasons for 
selling. Address (ox G-758, care HarpWwaArE 
Acre, New York. 

FOR SALE HARDWARE, IMPLEMENT 
AND PAINT stock. Will sell building and fix 
tures or will sell without. Also shoe and har- 
ness repair shop in connection. Good farming 
community. Gaston Hardware Co., Gaston, Ind. 





Help Wanted 


SALESMEN AND DISTRICT OR STATE 
REPRESENTATIVES. We have a few excep- 
tional opportunities for high grade men who know 

ow to develop territory, and can sell good grade 
utensils. We also want men who can build 
district sales organizations. Our new plans call 
for men who can build a real business for them- 
selves. Ne want serious minded, hard working 
men to join our organization. Write full letter— 
all correspondence will be held strictly confiden- 














tial. Write SALES MAN AGER, Buckeye Alum- 
inum Company, W Wooster, Ohio. . 

WE HAVE AN ¢ OP E NING for a traveling 
salesman calling on hardware trade with lines 
that do not conflict with builders’ hardware— 
territory, parts of Ohio, Indiana and Kentuckv. 
( ommission paid on accepted orders only. Write 
particvlars for reply. Address BOX G-763 
care Harpware Ace, New York. * 











SALESMAN —NEW YORK HARDWARE 


jobbing house offers excellent opportunity 
voung man with hardware experience to sell in 
Central and Southern New Jersey. Resident in 
ahove territorv preferred. Give age. hardware 
experience and references. Address Rox G-743, 
care of Harpware Ace, New York. 


to 


_— 


WANTED—Man to take charge of retail 
hardware store. ust at least 30 years of 
age, Married. Previous experience. Address 


Box G-712, care of Harpware Ace, New York. 











| 





SALESMAN WANTED FOR NORTHERN 
NEW JERSEY by a manufacturer whose line 
is sold to the hardware trade and also to manu- 
facturers. Permanent position, good opportunity. 
Prefer salesman acquainted with hardware trade. 
Address Box G-753, care of Harpware AGE, 


New York. 





WE WANT A YOUNG MAN to sell to retail 


Newark and Jersey 


hardware trade in vicinity of 
City. Must have a few years’ experience in 
hardware business. Salary twenty-five to thirty 


dollars per week according to age, and experi- 





ence. Exceptional opportunity. Igoe brothers, 
Poinier St. and Avenue A, Newark, N. J 
OPPORTUNITY FOR A GOOD MAN 


Competent salesman wanted to sell hi ardware and 
’ tools of standard makes to the whole- 
in Middle West for an established sales 
Must have experience in selling. 
State age, experience and compensation desired. 
Address Box G-760, care of Harpware AGE, 
New York 


mech: inic S 
sale tra: le 
organization. 





ILDERS’ 

ambitious, 
(Good opportunity. 
of HarpwareE AGE, 


HARDWARE 
for position 
Ad- 
New 


WANTED—A BU 
MAN of good education, 
in Philippine Islands. 
dress Box G-755, care 
York. 


HUSTLING SALESMEN 





wanted to sell on 
line of 


liberal commission basis our popular 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Pa. 





WANTED—EXPERIENCED HARDWARE 
MAN familiar with builders’ hardware. State 
and salary expected. Address Box 





experience 
G-745, care of Harpware Acre, New York. 

WANTED — EXPERIE NCED HARDW ARE 
CLERK. Salary $35 per wee M. Sandhous, 
37 Pacific St., Stamford, Conn. 





Positions Wanted 





EX ECUTIVE—American, 35 years old, mar- 
ried, Protestant, good education. appearance and 
personality, seeks connection with manufacturer, 
or manufacturers agent to act with or as their 
representative in metropolitan section. 15 years’ 
hardware factory supply experience, successfully 
running own business. Fully responsible and 


capable handling sound proposition. Address 
om G-735, care of Harpware Ace, New York 
ity. 





SALESMAN WITH OVER TWENTY-FIVE 
years’ selling experience is desirous of making a 
change. Well acquainted with the department 
store trade, also the furniture and hardware store 
trade, including the wholesale and jobbing store 
trade, and having the very good confiderce of 
the above, nationally known: gilt edge references 
furnished. Only reliable high class position con- 
sidere Address Box G-762, care HarpWARE 
AGE, New York. 

POSITION WANTED—Position with retail 
hardware company where there would be a chance 
of buying an Interest in the business. Prefer- 
ably in a growine town or small city in Ohio or 
Michigan. Twenty-eight years old, married and 
five years’ selling experience. References. Ad- 
pow tox G-733, care of Harpware Acg, New 

ork, 


SALESMAN, 37, permanently located Atlantic 
City. thorough knowledge of hardware and house- 
furnishings, retail and wholesale, has specialized 
in oll cook stoves and paint, desires to represent 
manufacturer of high grade line in New lersev 
where he is acquainted. Address Box G-734, 
care of Harpware Acr, New York. 



































ware trade, public utility corporations, 


Would handle these products either on com- 





etc. 
mission or on consignment basis. _ Best reter- 
erces. Several years’ experience in the line. 
Address Box G-754, care Harpware AGE, New 
York. 

BUILDERS’ HARDWARE MAN — Thor- 


oughly familiar with plans, specifications and 
detail, wishes to connect with reliable hardware 
house or branch of building trade where his ten 


New York will be of 


years of experience in 
value, Competent and willing worker. Ad- 
dress Box G-752, care HarpwarE AcE, New 
York. 





BY A RELIABLE, 


POSITION WANTED 
man. Capable of 


well versed retail hardware 
managitg a store in town or city. Married. 
Age 33. Can furnish best of references. Ad- 
on Lox G-761, care of Harpware AGE, New 
OTK, 


Sales Accounts Wanted 








FOREIGN AGENCY WANTED—Representa- 
tive, headquarters in Manchester, England, with 
excellent connections among wholesale merchants 
in hardware, ironmonger, chemists, sundries, 
wall papers, oil and color, fancy leather goods, 
trade and bazars, desires selling agency of 
United States manufacturer. Address Box 
G-756, care of HlArpwareE Ace, New York. 


WISHES TO REPRESENT 
in Ohio. Western Pennsylvania, 
Has had wide experience in sell- 
jobbers and retailers in those 
Box G-749, care of HarpWarE 





SALESMAN 
manufacturers 
and Michican. 
ing hardware 
states. Address 
AcE, New York. 


SALESMAN, 15 


now selling tools, 





EXPERIENCE, 
builders’ hardware, etc., to 
wholesale and large retail hardware trade in the 
East and Middle West wishes to secure two or 
three additional lines ot merit to sell to this 
trade. Can produce results. Best of references. 
Address Box G-750, care of Harpware AGE, 
New York. 


YEARS’ 





Sales Representatives Wanted 








SALESMEN WANTED—Competent men call- 
ing on the retail or wholesale hardware and mill 
supply jobbers to sell our complete line of turn- 
buckles, brass cap screws, eye bolts, brass nuts, 
etc. Commission basis on protected territories 
to right men. Send complete information in first 
letter as to years of experience, trade called on, 
territory regularly travelled, and lines now 
carried. This is not a get rich scheme but an 
opportunity to make a good little mee rae that 

will pav very well. THI tT. TARPER 
COMPANY, 1316 Sherman Ave., he Ill. 


FOR MANUFACTURERS OF HAND 
TOOLS AND HARDWARE SPECIALTIES, 


selling agents on commission basis in each of fol- 





lowing states: Alabama, Arizona, Arkansas, Cali- 
fornia, Colorado, Flor'da, Georgia, Idaho, Ken- 
tucky, Louisiana, Mississippi, Montana, New 
Mexico, Nevada. North Carolina, Oklahoma, 
Oregon, South Carolina, Texas, Utah, Virginia, 
Washington, West Virginia, Wyoming. Ad- 


—_ Box G-759, care of Harpware Ace, New 
or 


REPRESFNTATIVES 
MANUFACTURER to handle a rew and 
proved floor and linoleum waxer-polisher. Lib- 
eral commission. Men ay have following in 
the housefurnishing trade preferred. State ex- 
perience, lines handled and territory covered. 
Address Box 256, care of HAarpware Ace, 1402 
Widener Bldg., Philadelphia, Pa. 





WANTED BY 


im- 





SALESMEN WANTED—A 
manufacturer of a_ well-known «brand of oil 
heaters desires to obtain the services of a few 
wholesale hardware salesmen to sell heaters as a 
side line on a liberal commission basis. Write 
in confidence, giving your experience, present 


COMMISSION 


connection. and territory you are now covering. 
Address Box G-764, care of Harpware AGE, 
New York. 
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Sales Representatives Wanted | Sales Representatives Wanted | Sales Representatives Wanted 




















SIDE LINE SALESMEN calling on Hard- SALESMAN WANTED TO _ SELL _IN- HERETOFORE, WE 

’ HAVE CONFINED our 
wan wie ge J and. eens Stores. To | CANDESCENT LAMPS ON A COMMISSION sales efforts to a restricted territory. Now on 
se (whet nome j — <. — _ Accessor- | BASIS. GOOD OPPORTUNITY. ADDRESS account of increased production and national 
we - Men an ickel Plated on solid | BOX G-718, CARE OF HARDWARE AGE, advertising we are in a position to take on 
yrass). ew York manufacturer desires to | NEW YORK. several sales representatives of proven ability 
secure established sales representatives in ex- character and personality. Only HE men who can 
ceptionally desirable territories which are not follow a policy and instructions will be considered 
- present covered. Only those having trade fol- ~~. eee Ten to fifteen thousand per year to men who can 
—s = be os Liberal commission Let Us Help You Word qualify because we have a proven product and a 
paic eference and record of selling experi- positive sales plan. I want men of experience, 
ence required. Write for terms and territories Y “w » not kids or cubs. Address WM. R. JOHN- 
available. Address Box G-751, care of Harp- our ant. ST , Pres., Samoline Corporation, 1300 
WARE AGE, New York. Fletcher St., Chicago, III. 

















Donley Screen Door Guards 


Prevent bulging and _ sagging. 
Add to the life of the door. Five 


CENTURY” 
sizes to fit any door. Retails at oO OLE RS 
75 cents and $1.00. 


The Donley Manufacturing Co. CORDLEY & HAYES 


10585 Quincy Ave., Cleveland, Ohio 10 Leonard Street, New York, N. Y. 




















QUALITY | 


NIGHT 
PADLOCKS )FRAIM(« LATCHES 


for every purpose 


The E. T. FRAIM LOCK CO. 


LANCASTER, PA., U. S. A. 


QO. Lindemann & Co. 


Manufacturers of 


BIRD 


ZB 
am EAM 


This modern heating pliant requires no basement, yet it heats the entire 
boase It takes up little space and is as attractive as a fine piece of 
furniture Write today for our dealer proposition. 

THE FOX FURNACE COMPANY 
Largest Makers of Heating Equipment 


ELYRIA, OHIO 


PRODUCTS 


SUN BA 










































Y Camparison 





L: Know "GABRIELS 





| ors? & 
GABRIEL STEEL COMPANY CAGES ean. 
BELLEVUE AVE. DETROIT, MICH. 
35-37 Wooster Street, New York 
































“They Hea Sl J. L. THOMPSON MFG. CO. 
Bull Dog-Grip” <~\—Faa, American Can Waltham, Mass. 
Manufactured b Tubular and Bifurcated 
~ vu. S. Clothes Pin a ” _ Mortpelier, Vt. VF ee: 
a American Can Company — R I V E. T S — 


1015 Union Bank Blade, Pittsburgh, Pa. 























The “TORREY” —_~ ELEVATORS 
A Real Man’s Razor eee \ DUMBWAITERS 
Bend for Catalogue of Full Line Fang gy yg ee | Pans ~ ——— 


wale OEnT Un, MAGE. _ etaeies “enpaates . 211 New St. Philadelphia 
Syracuse, New York 


CRAYONS| |*“s SCYTHES 


Scythes since 1812, Axes since 1800 


























Economy 
Hose Attachments 


for connecting hose to smooth 
faucets. Slips on and off easily. 
Keonomy Mfg. Co. 
6850 Germantown Ave. 
Philadelphia, Pa. 


FOR EVERY PURPOSE 


STANDARD CRAYON MEG. CO. RIXFORD ars. - i 





DanVers. Masss 











RE he ee tA RR et 
SR me ne nr } 








Easily first in the manufacture of 

Tools for Stone-Working 

Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Barre Vermont 
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INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
will be made for errors 


or failure te insert. 


Every care wil] be taken to index correctly. 
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INTERCHANGEABLE 
Socket Wrenches 


Look for the name Snap-On on each handle 
and socket—it is not a genuine Snap-On 
without the name. 


They Are Needed 
Today 


The hardware dealer wins the confidence and 
good will of tool users by identifying his store 
with tools of proven quality that are correctly 
designed to meet present day needs. 


In the world of automobile repair and mainte- 
nance Snap-On Wrenches stand first. 


They have the advantage of more years on the market and 
greater improvements in design. 


They are the pioneer line of interchangeable socket 
wrenches and the Snap-On plan of merchandising, by 
which the dealer can supply the individual wrench needs 
of car owners, is the pioneer socket wrench sales plan. 








We have established a nation-wide preference for Snap-On 
Wrenches among automobile mechanics which has led to 
a tremendous demand from car owners for selected Snap- 
On sets for individual cars. Snap-Ons are well known in 
your neighborhood. 


You can install the complete Snap-On line, including the 
remarkable Snap-On Display Cabinet, for a very small 
initial investment—a money-making investment from the 
start. Write for details. 





Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors 
14 E. Jackson Blvd. Chicago, Ill. 


Distributing Branches in 18 Principal Jobbing Centers 
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|| Now is the Time to Buy 


BLACK BEAUTY 


Roasters and Drip Pans 









No. 10 Splendid items for 
‘Le Fall Specials. In con- 


Ps 2 ta 
ouble Roaster 
stant demand. 











Priced to sell quickly 
and bring repeat 
business. 


Black Beauty 3-Piece Double Roasters 


No. 10—11 .*16 x8 —Retails for about $1.25 each 
No. 20—12% x 171% x 914—Retails for about 1.50 each 


Black Beauty 2-Piece Double Roasters—No Basting Racks 


No. 1— 634 x 934 x 5%4—Retails for about 35c each 
No. 2— 8 x12 x7 —Retails for about 45c each 
No. 3— 9 x14 x7 —Retails for about 50c each 
No. 5—10 x15 x7 —Retails for about 60c each 
No. 6—10% x 1534 x 8 —Retails for about 65c each 
No. 7—13 x18 x8 —Retails for about 80c each 


You can buy these at a price that gives good profits. 


| | Black Beauty Quality Drip Pans—Sanitary 

Write for our complete 
No. 24 catalog which also 
shows our full line of qual. 
ity tin baking pans. 





Made in 16 sizes. Those 
listed below are fastest sell- 
ing numbers as shown by 
our sales records. 


i Fastest Selling Sizes 






oo te ee ee 
a RTs eee oe 





: 
| 6x10 9x17 11x16 
| 7x14 10x10 12x12 
; 12x17 

8x10 10x12 

14x17 
8x12 10x14 16x17 
| 9x14 10x15 18x19 














| | | 
| SEND IN A TRIAL ORDER TODAY 


(ll leading hardware jobbers handle our products 


EDWARD KATZINGER COMPANY 


























1949 N. Cicero Ave. Chicago, Illinois 























